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Our Primer On Prices 
The Why of Increased Leather Costs 


Question: Are shoes going to be in 


higher in price? 


Answer: An increase seems abso- in 
lutely inevitable, for leather forms in 
about one-half of the cost of making 


a pair of shoes. 


Question: Why, what has 
leather got to do with ii? 

Answer: Well, it’s a long 
story, but the immense sur- 
pluses left over from the war 
have been exhausted and 
after seven fat years we 
come to a time when world 
supply is getting shorter, 
day by day, as industry is 
consuming more of it. 


Question: I can’t believe 
that. 

Answer: Look at this evi- 
dence: Hides and skins are 
not produced by demand and 
price; they result in slaugh- 
ter of animals for food. It 
is no longer profitable to 
raise the heavy meat ani- 
mals, and the ranges of the 
world are becoming more re- 
strictive. The farmer can 
make more money on hens 
than he can by bringing a 
beef animal to maturity. 
The hide is merely the wrap- 
ping paper around the beef. 
For example, the herd-popu- 
lation of cattle in the United 
States— 


in 1921 was 67,184,000 head 
in 1922 was 67,264,000 head 


ieee WHS. ..<.:. 66,156,000 head 
in 1924 was....... 64,507,000 head mal to 
1925 was....... 61,996,000 head States. 
ee WS ass 59,148,000 head yearly? 
im 390s WO8......% 57,521,000 head 
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$8.00 Selling Price $8.50 Selling Price $8.50 
Se: = Bae 0+ SOE oan 5.60 

2.65 Gross Profit 3.15 Gross Profit 2.90 

2.25 ..Expense... 2.25 ..Expense.. 2.25 

iD. ~ssewks Be 26:00 bcons 65 


The figures above, as well as the graph, show 
that getting a fifty-cent per pair advance now 
means a bigger margin than can be earned later 
when shoes at new costs arrive. However, this 
is the time for retail merchants to get the extra 
“two bits” to which they are entitled, no matter 
whether the market goes higher or stays at its 
present level. 





Question: That’s less than one ani- 


two people in the United 
How many are_ killed 


Answer: Once again I have the 


figures, and they show more 
slaughtered yearly— 


Federal and 
Country Kill 


ff ee 12,268,000 
ae 13,995,000 
in 1923......... 14,778,000 
> Ree 15,470,000 
2 ae 15,891,000 
2. ree 16,419,000 

Question: What happens 


when fewer cattle are killed? 


Answer: As has been no- 
ted, there is a decrease in 
the supply of hides from 
which leather is made. 
During the first five months 
of 1927, for instance, it is 
estimated that the number 
of cattle killed was 500,000 


below the number killed 
during the same period in 
1926. The demand for 


leather would have justified 
the killing of more animals, 
but the demand for meat is 
what governs the slaughter 
and thus we find that since 
the beginning of 1927 the 
price of hides has advanced 
about 50 per cent. 


Question: But everybody 
says the shoe business is 
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poor. Why, therefore, isn’t there 
ample leather? 

Answer: To answer that is going 
to take a flock of tables, but let me 
tell you that if we go on at the same 
rate of production as of the first six 
months of 1927, we are likely to beat 
all former records of production. 
Here are the figures— 


Jan.-May, Jan.-May, 
1927 1926 

Total production... 137,576,000 129,265,500 

RE ire o.'6- 6 oes 37,817,351 33,152,136 

yt ee 45,580,671 44,079,204 

Boys and youths’. 10,032,282 7,851,618 
Misses and_ chil- 

ee eee 17,607,160 16,532,651 

SE era:s.6/sa-n 06 10,748,231 10,555,636 


Question: Is there an increased de- 
mand for leather elsewhere? 


Answer: That’s been one of the 
surprises of the past year, since 
leather has become fashionable for 
trimmings on hats, coats and belts, 
since every woman must have a 
leather purse to match every gown, 
and since man has taken to leather 
cigarette cases and everything of 
leather from golf bags to Zipper lug- 


gage. 


Calf Leather on hand 
1922 1923 1924 1925 1929G 1927 
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Question: Have you anything to 
show definitely the finished leather 
supply ? 

Answer: You are very much like 
the Southern judge who listened to 
much verbal testimony. He said, 
“My ears are tired. Show me some- 
thing for the eye, for even with my 
glasses on the eye is twenty-two 
times faster than the ear.” So here 
are a flock of figures which explain 
themselves— 


Sole Leather on Hand (in Tanners’ 


Hands) 

Sides, Backs or Bends 
errr 9,228,454 
i cas an cui pet sonee 10,126,000 
i532) Stagit iets "p 9: seed 8,398,000 
BS Rd. a na sBicainel ows cane Spin 8,643,000 
Te Ce ee 5,118,000 
a NE Siku pst 4 ott 4,977,000 
| A ear ey eee 2,628,000 

Upper Leather on Hand 
RIES Aras 8,437,000 
a ie ge ke id Sukie 6,828,000 
CE cnt Vira iia ots al oe 07% 7,033,000 


5,463,000 


over eere eer eee eeees 
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er OPES eee 5,304,000 Question: What does the industry 
NEON eer 08s oe Drawer «tessa 4,357,000 think about it? 
’ Answer: Reluctant as every factor 
Goat and Kid Leather on Hand in the industry is to raise prices, it 
aR Pe eee 23,708,000 must be done. Frank C. Rand, 
SR epee 2 ree 20,964,000 president of the Roberts, Johnson & 
1924 20... cece eee eeeee 23,775,000 Rand branch of the International 
ea Se ree 20,619,000 Shoe Co., St. Louis (the leading pro- 
1926 ..........+eeeeeee 19,900,000 ducing institution of the world, mak- 
Ne 5 PSs enhoted obs 19,645,000 ing 150,000 pairs daily) says: “Our 


new prices are effective July 25, and 
represent the increases which the 
steadily increasing hide and leather 
market has forced us to make in our 


Sole Leather Production ~ sides 
1921 1922 1923 1924 1925 1996 


19,000,000 


18,000,000 





17,000,000 prices.” 
16,000,000 ° ° P 
Question: Is the tanner “bullish’ 
15,000,000 
on leather? 
14,000,000 ° 
aiints Answer: On the contrary, he is 


most conservative, for leather prices 


Sole Leather Production lag behind the advances in hides 





Sides and skins. No tanner has ever been 
NN SiS sess aha s aw tee oe 18,062,000 able to get replacement values. He 
Es Pach dso 6m odiaccnhe aed 17,700,000 
Be ek cc sas enn ees 18,732,000 Sole Leather on hand 
(in tanners hands? ~ sides cks or bends 
108 LITE are 000 sevasee EU IS wise es ee 
NN 8 sso Sat ke Schicin 44 18,615,000 12000000 
9.000,000 
Calf Leather on Hand 4000.000 
keke tii cinys 8,393,000 
ie acca 8,603,000 rocco 
EE A eee ee 7,424,000 deine 
Sc hacia! tak kerio hae T0T2.000 836 sees 
EES aae eeee ae ere TISB000 . ccc 
aR io RO ree 6,406,000 
gives to industry the benefits of pro- 
Sole Leather in Process duction by meeting mid-way the 
th idecacunaeihe 6,341,000 costs of hides made or in process 
i céhecnbedantekens 4,958,000 with those of more recent purchases. 
RRS. Bree 5,209,000 It is one of the peculiarities of 
Pes cashcacuehinenss 4,296,000 leather selling that the customer is 
i ik he dh oe 4,953,000 always given the advantage on the 


rising market while on a lowering 
market the tanner must take all the 
losses. 


Question: But how about imports 
of hides? 


Answer: We are at a loss to ex- 


plain the shortage of hides abroad. Question: Is there a danger of 


speculation? 
Answer: The National Associa- 


Upper Leather on hand ; 
tion of Shoe Wholesalers urge mer- 


1922 1923 1924 1925 1926 1927 


ror chants to check that very thing and 
inion says Officially: “Prices have been ris- 


ing rapidly and there seems appar- 
ent indication of still further in- 
creases. The shoe trade must be 
very careful not to let this situation 
There is no question but that Ger- . bring about unwise buying. Hand- 
many and Russia have been buying 
more hides in the world markets for 
their uses. Formerly offerings from 
the Cape of Good Hope, Eastern and 
Western Africa, China and Asia 
were very large. They are now at 
a minimum. The revolution in 
China may explain the lack of hide 
offerings from there. The offerings 
are small from all over the country, 
and the supply of hides on spot in 
European ports is much smaller 
than it has been for many years. 


6,000,000 
5,000,000 





4,000, 000 


Goat and Kid Leather on hand 


1922 1925 1924 1925 1926 1927 


24,000,000 
25,000,000 
22,000,000 
21,000,000 
20000,000 
19000,000 





to-mouth buying has greatly reduced 
retailers’ stocks and put them in a 
much stronger financial conditior 
than they have ever been. 
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“To return to the buying methods 
of 1919, largely brought about by 
threatened price advances, will very 
readily destroy all that has been 
gained during the past three or four 
years by careful buying. Shoe re- 
tailers and wholesalers are distrib- 
utors of merchandise, not specu- 
laters in price move- 
ments. As soon as 
they become specu- 








Whereas this industry cannot obtain 
a greater supply by such methods. 


Question: What ratio is there be- 
tween raw stock advances and sole 
and upper advances? 

Answer: the raw hide market has 
advanced as much as 50 per cent 


Measuring Stick of Values 
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minimum. From the labor view- 
point, one has but to consider that 
there can be no reductions in either 
tanning or shoemaking. 


Question: What is the size of the 
shoe industry? 

Answer: Through inventive gen- 
ius and_ business 
ability the shoe 
industry is today 






lators they take A Men’s Russia Calf Bal the seventeenth in- 
chances that may yy Se dustry in the United 
bring about regrets TT TTT EM lee re i States. Over $300,- 
or financial reverses. 000,000 is invested 
2 4 7 - ; ac 7 9 j 2 

“Let all of us in yy trae The Gniversie Topulae prod et $3 he We have watched ie therein, over 200,- 
the shoe trade keep factory price chart ever since. The materials and types of shoe have been kept 000 wage earners 
our fact firmly on $f 20nt, constant on ie pesemte Curing oft tone yonte ce Gat ar aas «6 are employed snd 


the ground and take 
no chances of re- 


we show only from 1914 on. 


(The Actual Factory Sheet) 





peating the experi- Items lott Asie) 1928" 
e f 19 Upper stock (three feet)........ $0.93 $4.50 $1.35 
em 2 0 ee .0525 21 .094 
through overexcite- Sheep leather trimmings... ..... 055 16 ‘080 
’ Hooks and eyelets............. .045 .045 .045 
ment because of Bottom stock—outsole, welt, in- 
price advances.” sole, heel, box, counter, 
figuring No. 1 heavy Union 
‘ ST et te aire kb. O' oo eon ee 8075 1.8125 1.20 
Question: What Cutting upper, soles and heels, 
‘ . tting, bottoming, finishing, 
other factors in- treeing, dressing, packing . ai ” 
DHE GEED cccccccsseveespes 6 12 2 
fluence leather Carton box Dretkscaromuned 04 065 069 
prices? RN coc inige 3.05400 055 055 065 
Factory and general factory . ee 
Answer: Under a gabor eXDENBE «een o es 2025 24 258 
Ai +4 ndings, laces, tongues........ 275 2675 ve 
ordinary conditions Administrative and selling ex- ma sa i 
a i DEE. 6:85 406045006 400R 60" 29 6275 405 
ie certain percentage Discount and interest.......... .095 .2475 0.156 
of hides produced in —— 
$3.30 $9.3525 $5.238 


this country is sent 


the annual product 
is approximately one 


Feb., A . . . 
1927, 1997 billion dollars, with 
ohece (SL an output per day 
.136 140 of over 1,000,000 
.0125 0125 . 
, pairs. Truly such 
an industry’ with 
1.11 1.23 over 1600 plants is 
competitive 
“a ces and, therefore, giv- 
067 067 ing most economical 
07> 075 ° 
service to the pub- 
26 26 : 
20 .20 lic. 
AL 411 ’ 
155 1155 Question: Why 
$5.1435 $5.3765 doesn’t my _ dollar 


buy as much today? 





abroad, thus tend- 





ing to limit the sup- 

ply available for use in the United 
States and tending, also, to keep the 
price at a level. This, again, is off- 
set, however, by shipments into this 
country from abroad of hides taken 
from animals killed in other coun- 
tries. But this year, as it happens, 
the United States has exported about 
20 per cent more hides than usual 
and has imported 10 per cent less; 
so the balance has been lost and, 
even figuring imports, there are 
fewer hides available for consump- 
tion in the Untied States than is 
usually the case. Therefore, hide 
prices went up and leather has fol- 
lowed suit willy nilly, although it 
must be noted that the advance in 
leather has not been as rapid as the 
advance in hide prices. 


Question: How does the leather in- 
dustry differ, for instance, from cot- 
ton, corn and wheat? 

Answer: The leather industry is 
different from most other industries 
in that it is essentially a by-product 
business. Raw material with which 
it operates is limited by the con- 
sumption of meat products. If 
there is a large demand one season 
for copper or cotton or wheat, the 
following season there is usually 
greater mining, planting or seeding. 





since February, and skins 35 to 40 
per cent. Sole leather prices ad- 
vanced 8 to 9 per cent. Sales of sole 
leather are running far ahead of 
this time last year. The advance in 
side upper leather is 20 per cent. 
The importance of side upper leather 
in shoes is indicated by calculations 
showing that 44 per cent of the foot- 
age of upper leather was made from 
cattle hides. 


Question: What makes shoes so 
complicated ? 

Answer: The fact that every cor- 
ner of the globe must be scoured to 
get raw hides and skins, tanning 
materials, steel, cork filler and 
thread—from China to Brazil, from 
India to Montana—makes it neces- 
sary to consider the economies of 
building the American shoe. 


Question: Is the shoe economically 
made ? 

Answer: It certainly is, for no 
other article needing as many as 210 
pairs of hands and about 137 ma- 
chine operations can be sold at a 
price in America which in compari- 
son with other nations and the wage 
of the people is less by 40 per cent. 
From the present construction view- 
point, the increase has been at a 


Answer: For the 
reason that it is worth only 61.7 in 
comparison with the 1914 dollar. The 
dollar has shrunk in its buying 
power. This is really the big reason 
for higher prices in all commodities 
and all businesses. 


Question: Why is it so advanta- 
geous for me to buy in your store? 

Answer: Because here you get 
something more than shoes—you get 
service. It is the skill in fitting 
shoes right that makes for economy 
in your shoes—a well-fitted pair of 
shoes is worth four pairs poorly 
fitted. It is profitable, therefore, to 
you to get “fitted right.” 





Question: Will people buy cheaper 
shoes? 

Answer: No; the taste of the 
American public is improving. The 
woman will return to cheap shoes, 
such as were made years ago, no 
sooner than a man will return to 
writing all letters by hand, paying 
all bills by currency, and a house- 
keeper to tallow candles from elec- 
tric light. But the public can help 
by accepting good-fitting shoes made 
up in leathers of greater variety. 
If a diversity of leathers could be 
made so that all demand was not for 
one popular shade of color or ma- 
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The Hide Market Barometer 
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terial, then more value could be ob- 
tained out of that most variable 
material — leather — which comes 
from so many animals’ backs. When 
fashions make perishable the prod- 
uct on the merchant’s shelf, then 
such losses must be paid for by 
someone—and the public holds the 
ultimate purse. 


Question: What should I buy? 


Answer: Buy the best shoe that 
can be afforded and then take care 
of it after it is bought, providing, 
however, that the’ service in fitting 
has been in keeping with the price. 
No article of wearing apparel re- 
veals its cheapness with the readi- 
ness of footwear—and no article of 
wearing apparel is more slandered 
by the modifying explanation, “Well, 
what could you expect at the price?” 
The necessities of life are narrow 
and limited. We must have them if 
only to be permitted to ask for 
“more!” Fashion may be a luxury, 
but it is a very essential addition to 
The shoe today, whatever its 
price, is tremendously more economi- 
cal in price and service over the shoe 
assembled by hand in days of old. 
The industrial marvels of other in- 
dustries might be as great but in 
comparison to the service rendered 
by any article of apparel modern 
machine-made footwear stands out 
as America’s greatest achievement. 


Question: Can a merchant cheapen 
shoes to absorb the increase in 
price? 

Answer: Yes, he can, but he is 
doing his store an irreparable dam- 
age. The public should be told very 
definitely that a well-balanced shoe 
has the same average of quality in 
all its ingredients and workman- 


ship. John Ruskin said, “There is 
hardly anything in the world that 
some man cannot make a little worse 
and sell a little cheaper, and the 
people who consider price only are 
this man’s lawful prey.” 


Question: What must a merchant 
do? 


Answer: Let President Anthony 
H. Geuting of the National Shoe 
Retailers’ Association answer this 
one. He says, “Every retailer in the 
United States should strive to make 
at least ten per cent net profit in his 
business. The way to accomplish 
this is to ignore your neighbor’s 
prices, buy your shoes intelligently 
from good, reliable houses, see that 
your shoes are well balanced and 
well contrived to stand the strain 
and stress of the consumer in every 
detail of wear. PAY THE EXTRA 
COSTS; THEN MARK YOUR 
SHOES AT WHATEVER IT MAY 
FIGURE. I repeat you can get 
$4.25 as easy as $4.00, $4.75 as well 
as $4.50 and $6.60 as easy as $6.50, 
provided you have the sizes, the 
widths, styles and the service that 
suit your trade. 

“Has it ever occurred to you that 
if you arbitrarily mark your shoes 
at anywhere from ten cents (for 
children’s and misses’) up to twenty- 
five and fifty cents for the adult 
shoes, you would sell just as many 
shoes as you now are selling? You 
may not have the courage to do so, 
but I assure you if you would, you 
would find that your sales would not 
decrease.” 


Question: How can it be done? 


Answer: Here, indeed, is the 


greatest solution of the entire prob- 
lem. 


It is obvious that if shoes are 





going to cost the merchant more 
money at the factory, he has got to 
get a little more money and some 
extra for himself. For years the 
margin of return at retail has been 
less than it ought to be.’ We show in 
a chart how the shoe merchant made 
four thin dimes net profit on a pair 
of $7.50 shoes. The figures in the 
first column reflect probably a better 
return than the average shoe store 
made this spring. The retail shoe 
merchant is entitled to an extra two 
bits, or twenty-five cents, added to 
his net profit. He must also get in 
his new retail price an added two 
bits to cover the market advance. 
(In women’s and children’s shoes 
and in lower grades it may be less.) 

Study this chart as a means of 
increasing dollars for the same num- 
ber of pairs. Also increasing gross 
profit and at the same time decreas- 
ing expense. The net profit is raised 
from 5 1/3 per cent to 8.1 per cent. 


Fit Means Profits 


ANY years ago, Arthur Burt 

caused this sign to be dis- 
played in his store in Washington, 
D. ¢.: “Caring for the feet is bet- 
ter than curing them.” There is a 
world of good plain business sense 
expressed in these few words that 
perhaps explains why this high-grade 
store has survived the vicissitudes 
of business during the past forty-odd 
years. Incidents are recalled of 
many old customers whose business 
has kept them away from Washing- 
tion for several years and who came 
back saying, “Give me a pair of 
shoes that really fit.” 
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He Makes Fitting Pay a Profit 





Columbus, O., Merchant, Specializing in Special Measurement 
Footwear, Has Customers in California 


ACKED by five 
generations 
of shoe merchants 


and shoemakers who 
learned their craft in 
Germany, E. G. Greiner, 
owner and manager of j 
Evans & Schwartz, is | 

concluding his second 

successful year as head F 
of this store, which fea- Cwls 
tures special measure- eile 
ment footwear and At 

“built-in arches.” As i 
one of the youngest shoe i 

merchants in Columbus, fle 
he has the rather con- ies 
tradictory honor of own- AD 
ing one of the oldest i 
retail shoe  establish- 
ments in central Ohio, is 

For more than thirty- 

five years the firm of 
Evans & Schwartz has 


tion at 479 North High 
Street, a location well 








out of the regular retail 


during residence in Co- 
lumbus or while visiting 
there that they continue 





to order from this estab- 
lishment although many 
of them have not been 
in for a personal fitting 





‘e for several years. A 
a complete file of the 
mr) measurements of all 
M4 customers’ feet is, of 
A course, one of Evans & 
f' Schwartz’ best assets. 
| HO 
4 ! FTER _ purchasing 
| i Evans & Schwartz 
i from Mr: Evans, the 
(lh surviving member of 
Al the partnership, Mr. 


keep the store in the 
family by falling in love 
with and marrying Mr. 
Evans’ daughter. Typi- 
cal of the kind of direct 
advertising done by this 
successful firm is the 
following letter, two- 


Lily Greiner proceeded _ to 
\ 
‘ 
‘ 
‘ 





occupied the same loca- | 


business section, but 
having the advantage of 
being on the corner of 
the street used as the 
main entrance to the 
city’s largest market. 
Although most widely 
known for featuring a 
stock of out-sizes and combinations, 
Evans & Schwartz has always had a 
reputation for being a family shoe 
store as well as a specialty shop. 
Before his purchase of this store 
from Mr. Evans, the surviving mem- 
ber of the original partnership, Mr. 
Greiner had three years of experi- 
ence in the shoe department of the 
Fashion. While in school he had, of 
course, assisted his father, the late 
E. G. Greiner, well known as a 
pioneer shoe merchant of Delaware. 
Seldom does this store have a 
“shopper.” People who come to look 
at shoes here may usually be placed 
in two classes—“old and valued cus- 
tomers,” or purchase-intent new cus- 
tomers who have been sold on Evans 
& Schwartz service either by news- 
paper or direct-mail advertising or 
by personal recommendation. Almost 
everyone who is “hard to fit” knows 








fold in its purpose: 








RO 
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E. G. GREINER 


His store in Columbus, Ohio, serves customers as far 


away as California 


a dozen or so other persons similarly 
handicapped and is more than willing 
to give the names of these friends to 
the store for its mailing list. 


N contrast to the range between 

which the major portion of the 
average shoe store’s stock runs, Evans 
& Schwartz’ heavy stock is between 
sizes 7 and 9 in women’s. The op- 
portunity of moving out-size hosiery 
and other accessories, such as rub- 
bers, galoshes and house slippers is 
capitalized effectively. Prices on 
the special line shoes range from $7 
to $10. 

The firm draws customers from 
all over the State and Mr. Greiner 
has regular customers who write in 
from as far away as California. Most 
of these are customers who have been 
so pleased with the service they re- 
ceived from shoes purchased either 





“Dear Madam: 

“To you, an old and 
valued customer of Spe- 
cial Measurement Foot- 
wear, we extend an in- 
vitation to see our new 
fall patterns. 

“The inclosed booklet will give 
you a fair idea of the new styles, 
but they must be seen and tried on 
to be appreciated. Especially beau- 
tiful are the tie and pump numbers 
in the new fall shades of tans with 
sauterne trimming. 

“You have worn these shoes and 
know how they fit, hold their shape 
and wear. But haven’t you some 
friend who has not vet found the 
ideal shoe? Your word as a friend 
would go a long way toward helping 
her find real foot comfort. Will you 
tell her to be sure and let Evans & 
Schwartz show, without any obliga- 
tion on her part, some of these won- 
derful fitting shoes? Thank you. 

“Yours for foot comfort, 
“EVANS & SCHWARTZ. 
“P. S.—Your size of course is here 


in the old staple numbers such as 
oxfords and high shoes. E. & S.” 
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. Getting More Shoes Sold Right 





Stop Being Hush-Mouthed 


PEAKING to a large audience of working peo- 
ple recently, in a western city, a radical labor 
agitator made this assertion: 
‘“There never was a shoe that cost more than 
fifty cents to make.” 
. This man was either woefully misinformed or 
else he was deliberate in his misrepresentation. 
He was telling his hearers of the advance in the 
price of shoes and dwelling upon the “Injustice and 
greed of capitalism.” Among other statements he 
made was this: “The manufacturer gives a farmer 
50 cents for a cow hide. Now you can make a lot 
of shoes from a cow hide. Think of it, my fellow 
workers! Fifty cents for a hide that will make 
many pairs of shoes, and then think of the prices 
we have to pay for the shoes we wear! There 
never was a shoe that cost more than 50 cents to 
make!” 

The person who related this incident said, 
“There was not a voice raised to refute the asser- 
tions of this wild-eyed, wild-tongued orator. No 
one in the audience knew any better. There was 
no one present who knew the real facts. But I 
had a notion that it cost more than 50 cents to make 
a pair of shoes. Also I thought he was wrong 
about so many shoes being made from one hide. 
But I was not sure enough of my ground to dis- 
pute with him.” Our informant is a very intelli- 


gent working man, a carpenter, and a man who 
thinks for himself. He asked us to give him some 
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facts and figures concerning the manufacture of 
shoes. When he received a few statistics he was 
“But why,” he asked, “does not the shoe 
manufacturer tell us some of these things? Why 
are we kept in ignorance of the facts concerning 
shoes ?” 

And we repeat his question, here and now. Why 
does not the shoe manufacturer, or retailer, tell 
people more about the making of shoes and the 
cost of making them? Why does the shoe trade 
continue its hush-mouth policy and allow the vi- 
cious agitator to mislead so many? 

Twenty-five years ago we heard a shoe man say 
that it was best not to tell the public too much 
about shoes. “The less they know the easier it 
will be to sell them,” he said. Since then we have 
heard the same statement in various forms from 
many other shoe men. It seems to have become a 
by-word with the shoe trade to play hush-mouth. 

What a short-sighted policy! And how fraught 
with danger to a great industry. Keep them in 
ignorance and permit the vicious agitator to tell 
them cock-and-bull stores about shoes costing but 
50 cents to make. 


Facts About Leather Prices 


HE BooT AND SHOE RECORDER is conservative 

on one theme only and that is the telling of the 
exact truth about market conditions. We have 
been marking time and awaiting the results of an 
exceedingly careful investigation into the leather 
situation. We have been conservative to the final 
cegree in making any definite statement because 
we wanted to follow the lead of Davie Crockett in 
the matter. Precipitate action might have been 
harmful, and, worst of all, played into the hands of 
certain selfish interests always willing to grind an 
axe on some one else’s grind stone. 

Accepting the bald statements of any interest, 
tanner, manufacturer, packer or others, might have 
enabled us to give forth a great mass of figures and 
statistics to convince readers of this publication 
that tremendous advances in leather, and conse- 
quently shoes, was about to take place. 

But we preferred to make our own investiga- 
tion, to survey the markets, to make observations 
at first hand. It is the duty of a good business pub- 
lication to report conditions as they are and not 
as someone might try to make them appear. With 
all this in mind we have collected some interesting 
facts and figures which we present elsewhere in 
this issue. Our readers may accept these as beng 
approximately correct—as nearly truthful as it is 
humanly possible to make them. 

We have consulted no selfish interest. We have 
accepted no propaganda. We have ground no axes. 
What we tell you in this presentation we believe is 
straight. goods. It comes from sources that we 
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know to be reliable and most of it from personal 
observations of a wide-awake staff of correspon- 
dents and trained investigators. 


More Tarriff Walls 


HE unfortunate thing about international 

trade is that tariff walls are built without con- 
sideration of individual items which through rec- 
iprocity between business men might well be left 
to the natural function of exchanges. 

Last week new French tariffs went into effect 
and one of the items therein places an import duty 
of 26 per cent to 42 per cent against American 
leathers coming into France. 

Washington is now endeavoring to bring about 
a temporary suspension of prohibitive duties 
against the United States for in several cases the 
maximum rates enforced puts America at a disad- 
vantage of four to one over the German rate. 

Leathers in shoes come into the United States 
duty free. If the men dealing in shoes and leather 
of both of these countries were to sit around the 
table they would undoubtedly make it equally as 
easy for the exchange of these basic materials. It’s 
doubly unfortunate that France should raise its 
tariff because with the present attitude of the 
American Congress, there is very little likelihood 
of reprisals on our part. 

Shoes and leather GY 
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gone in the minutest details concerning the mak- 
ing of cars. Every car owner knows all about his 
old bus. He can tear it down and put it back to- 
gether again with ease. Because the maker of 
that car gives him an instruction book with the car. 
He is informed to the last and most infinitesmal 
part just how a car is made and how it functions. 

What does a shoe man tell the buyer of a pair of 
shoes? 

“Here is a lovely pair at twelve-fifty.” 

Not a word about the wonderful construction, 
the marvelous machines that are used to make the 
shoe, not a whisper about the hundreds of hands 
through which the shoe passes before it is ready 
to go on the foot. What a grievous error the shoe 
man makes when he fails to tell the buyer some of 
the many interesting things about the shoe. 

Right now, facing advances, and wondering how 
he is going to get the news to the public without 
upsetting business, the shoe man is floundering 
about in his old-time sea of “Hush-a-bye-baby- 
about shoes.” 

There is a world of misinformation going the 
rounds. People are fed upon lies and misrepre- 
sentations. They seem to prefer untruths to reali- 
ties. The newspapers enlarge upon scandal, crime, 
sensation, yellow tales. The people swallow it 
whole. If some yellow chain of newspapers hits 
on the shoe price situation as a sweet mess to de- 
tail to their readers we 
shall see some startling 








constitute the product 
of one of the very few 
American industries 
that stand on a com- 
petitive free basis with 
the entire world. Prac- 
tically every country 
puts a tariff wall 
against American shoes 
and leather. Such ac- 
tion as the present one 
by the French will do 
much to force the next 
Congress to consider 
protections for Ameri- 
can industry and Amer- 
ican wage earners. 


Proud to 


Tell ’em”’ 


HERE is no other 
industry under the 
skies that does not take | 
the people completely 
into its confidence. For 
example, the automo- 


response. 


benefit by it. 


able in any good store. 
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Enclosed find clipping from local newspaper con- 
taining the write-up on our store. 
to us from a suggestion taken from the Boot AND 
SHoE Recorper. Needless to say, it brought ready 


I have taken many ideas from the Boot AND 
SHOE REcoRDER, and all to our advantage. 
This is positive proof that I read your paper and 


Respectfully yours, 
(Signed) J. HENRY GENSLER. 


* 


The Recorper is filled with practical merchan- 
dising ideas that are easily and profitably adapt- 


Mr. Gensler is an intelligent reader who makes 
the RecorvER pay for itself over and over again. 
| One good idea can oftentimes make the cash 
register tingle with delight. 


Sucr & Tr. 
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aa reactions to the “news.” 
The ‘Reason Why 


J. HENRY GENSLER 
Mount Oliver, Pittsburgh, Penna. 





The public will gobble 
the whole thing and the 
shoe trade will suffer. 
Imagine the _ yellow 
journals blazoning their 
front pages with wild 
tales of “profiteering” 
and other vicious yarns. 

In telling the public 
some of the facts of the 
situation concerning 
shoes there must be 
open and above-board 
frankness, truths that 
* are self-apparent, and a 
heart-to-heart opening 
up of the subject. There 
must be no half-way 
measures, no half- 
truths, no dodging the 
issue. 

The time has come 
for action and action 
that will be decisive and 
far reaching in its ef- 
.5 fects. 


This idea came 


President. 











bile makers. They have 
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How Far Do You Walk? 


Podiatrist Pins Pedometers on a Group of Men and 
Women with Surprising Results 





be surprised. Tests made in Boston daily. 

have produced some interesting results. A salesgirl walked 8 miles a day. 
They tell how far various business men walk, A steward in a grill room from 11 in the 
how far housekeepers walk, and children. morning until 9 at night, walked 1214 miles. 
After checking up on the daily walking mile- A railroad conductor on a run from Boston 
age of business men, housekeepers, salesmen, to Cleveland walked 7 miles picking up tickets, 
dancers, stenographers, children at play, yet from Boston to Chicago walked only 5 
waiters, conductors, policemen, letter carriers, miles. The difference was due to the fact 
salesgirls and others, we find an interesting that there were fewer stops to take on passen- 
average. gers on the Chicago trip. 

The average distance walked in a day is Here are some of the totals: 

18,098 steps, or 7% miles. Salesman walked 75 miles a week. 

A housekeeper, without leaving the house, Letter carrier walked 22 miles a day. 
walks every year a distance equal to that Department store buyer walked 7 miles a 
from Boston to San Francisco. day. 

A business man every 3 or 4 weeks walks Golfer doing 18 holes walked 814 miles. 
farther than from Boston to New York. This Store manager who spent most of a day at 
does not include the walking he does when his desk walked 614 miles in a day. 
away from business. Girl in a business office walked 57 miles 

A woman shopper in Boston during the in a week. 

Christmas season walked 11 miles in one day. Stenographer walked 43 miles in a week, yet 
On average shoppings days the woman shop- she rode to and from work. 
per does about 8 1-3 miles through the stores. At one of Henry Ford’s dances, a dancer, 

A school girl at school and at play averages from 8 until midnight, covered 51% miles. 
11% miles a day. A boy does 15 miles a day. A dancer in a theater registered a mile an 

A doctor in a hospital walked 18 miles in a act, while a chorous girl registered 414 miles 
day, using his car when out of doors. in a day. 


H* far do you walk in a day? You’d A farmer plowing, averaged 2514 miles 
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Fashion’s Winning Colors 
Latest Flashes on Style in Paris and New York 


By Carolyn Trowbridge Radnor Lewis 


1. Speaking fabric-wise, 
what are the outstanding 
features of the Paris fall 
openings ? 

Metals in combination 
with silk, velvet and wool— 
the extensive use of vel- 
vets and crepe satins. 


2. What are Fashion’s 
winning colors? 

Black in the lead—some- 
times in combination with 
white, pink, rose and green 
—yellow beiges, tans and 
browns—all blues from 
light ciel to dark royals. 


3. What is the fate of 
the ensemble? 








of H. R. MALLINSON & CO. 























More important’ than 
ever—for morning and 
sports, sometimes in the 
four-fold editions—for the 
street and the more formal 
afternoon functions—for 
the evening. 


4. What forms of the 
ensemble predominate? 

A dress of silk matching 
in color the cloth of the 
coat—dresses of silk and 
jersey combined—the dress 
of velvet or velvet and silk 
with velvet coat—evening 
ensembles of velvet and 
sheer silks or lamé with 
matching wraps. 





5. How is crepe satin adapted? 

With both the lustrous satin and 
the dull crepe faces visible, one 
trimming the other. Is also com- 
bined with jersey. 


6. Are skirts longer? 

Yes, in some instances from one 
to three inches, most noticeable in 
evening dresses, where the back 








hips—tendency to nip in 
the waistline in the frocks 
for younger women. 


8. How about sleeves 


and neck? 

Sleeves are longer, many 
close-fitting, some flaring, 
others with deep cuff. The 
square neckline is the first 
choice, although a few 
round and V-shaped shown. 
Chanel and Jenny fancy 
the youthful Buster Brown 
collars. 

In New York—It’s vel- 
vet, velvet everywhere, so 
far as the demand goes, 
and mightly little to buy. 
The vogue of velvet has 
indeed reached the satura- 
tion point if one may judge 
from the law of supply 
and demand. And _ while 
all velvet is starring on the 
stage of fashion, it is the 
new transparent chiffon 
velvet which is receiving 
all the homage paid to a 
prima donna. 

To be correctly dressed 
today requires more than 
the possession of a well- 
stocked purse. In fact, 
clothes lore and taste are 

of far more importance 


fee pide 
‘ than the means to ac- 





dips several inches—irregular hem 
lines featured with pointed effects 
or longer  sides—more fullness 
achieved by godets or  flounces, 
plaits and drapes. 


7. Where is the waistline? 


Raised a little but not yet normal 
except with Lanvin and Jenny— 
generally about in the region of the 


Center Sides Made Styleful 


With such small areca to work 
upon as in a pump or one-strap 
it is exceedingly difficult to de- 
velop new decorative features. 
We here present two of the 
smartest advanced features: 
First, a one strap with a deco- 
rated side panel leading up to 
the strap; and, second, a pump 
having a buckle bow in rhine- 
stones. 


quire them, for when a 
woman possesses all that makes up 
this sixth fashion sense she is just 
bound to discover the means to have 
them. Well she knows that no wo- 
man can enjoy the reputation of be- 
ing well gowned without being in 
the ensemble from her toes to the 
top of her head. Her footwear, her 
costume, her jewels, her bag and 
other accessories straight to her hat. 
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One Window For Each Grade 


Jordan of Jacksonville Has Four Prices and 


Segregates His Displays Accordingly 


ERE is a “different”? design 
H in a window of a new men’s 
shoe store in Jacksonville, 
Fla. The name of this latest con- 
tribution to the business life of the 
city is Jordan’s—J. J. Jordan, pro- 
prietor. His stores, for he has two 
others, are often referred to as 
“The Three J’s.” The store is situ- 
ated opposite the new George Wash- 
ington Hotel, and its windows, three 
on Julia Street and one on the front 
on Adams Street, make a right angle 
of display, the entrance to the shop 
being through a large double door- 
way. One half of the lobby is used 
by Jordan’s customers and the other 
half by the patrons of the other 
establishments. in this recently 
erected six-story block. Jordan’s 
was the first store to occupy the 
building. 
One of the distinctive features of 
this store is that it carries four en- 


~ 


















On the opening night, Mr. 
Jordan gave away 250 im- 
ported walking sticks, as well 
as countless cigars and cigar- 
ettes. The floral horseshoe at 
the right was the gift of busi- 
ness friends. 


tirely different grades of men’s 
shoes. It is really four men’s shoe 
stores incorporated into one, each 
line of shoes having its own depart- 
ment and its own window. wide 
range of sizes and widths is carried 
in each grade, so that a man cus- 
tomer may be fitted correctly, both 
as to pocketbook and feet. 


NOTHER unique feature of this 
store is its windows, the trims 
for which are originated by Mr. Jor- 
dan, who, since 1904, has devoted his 
entire attention to everything that 
pertains to shoes and shoe selling. 
His latest idea, in the form of de- 
tachable portiéres, will be adopted by 
108 stores of a big chain. The por- 
tiéres used at Jordan’s are in light 
rainbow silk, attached to the rods 
with rings. 
The easily removable price ticket 
slides in and out of a frame made of 





pasteboard to imitate wrought iron. 
The paneled background is made of 
beaver board, bonded, and otherwise 
decorated to represent Caen stone. 
A soft flannel “carpet”? blends with 
the buff color of the panels. The 
draperies shade into rich orange and 
gold tones. The valances are in 
light buff, with gold braiding. 
Each window is lighted by six 
Holophane globes hidden by the 
valance. The base of each of the 
windows is in Italian marble. The 
windows are of the new shallow con- 
struction, which, experts believe, 
make for greater public interest in 
the displays. The depth is only 8 
feet, the frontage being 97 feet. 


HE interior of Jordan’s men’s 
store is well lighted by a chain 

of transoms extending all the way 
across the front and sides; in addi- 
tion, there are four big Hulophane 
glass bowl lights. The cartons are 
in gold and black; the floor is of 
rubber tiling made to represent in- 
laid cement blocks in the fashionable 
peacock design. The store is 36 x 16 
feet. All office work is done on the 
balcony in the rear; all extra stock 
is kept in the basement. There are 
eighteen leather chairs, and patented 
foot mirrors swing into the walls, 
“for men are getting as particular 
[| CONTINUED ON NEXT PAGE |] 
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Beauty Is Not Everything 


The Shoe Store Must Also Be Efficient 


and Sam Crasilneck, proprietors 

of the Vogue Boot Shop in St. 
Louis, that shoemen possess more 
practical ideas in designing an effi- 
cient yet beautiful shoe store than 
do a great many architects. After 
visiting many shoe stores through- 
out the country with a view of re- 
constructing their old establishment, 
they employed an architect who 
planned an artistic shoe salon. 

This was not practical, according 
to Mr. Weiss. The architect was 
paid his fee and released. Then the 
operators themselves went to work 
and planned what is said to be the 
most beautiful shoe store in St. 
Louis. It is not the salon type, 
which was felt would be too “ritzy” 
for the type of customer they served. 
In the present store, beautiful effects 
have been retained with the applica- 
tion of practical shoe ideas. 

Outstanding among the many fea- 
tures is a ventilating system that 
changes the air throughout the store 
every minute. At the rear, the 
stock is located. An attractive wo- 
men’s lounge done in American wal- 
nut with striking red patent leather 
wall seats as well as new French 
phones. Cigarettes are supplied in 
an artistic holder. 

The marble staircase at the rear 
in the center of the store adds much 
richness to the room. Its wrought 
iron balustrade lends dignity to the 


[: is the opinion of Max Weiss 


effect. A balcony has been added, 
around which is placed a wrought 
iron fence. Bays are located sev- 
eral feet apart, carrying out the 
Spanish design of the iron grill. 

The fixtures are two-toned walnut 
throughout, harmonizing with the 
new hosiery department and a wrap- 
ping counter especially designed for 
the store by Mr. Weiss. 

Crystal chandeliers of dazzling 
brilliance have replaced the old light- 
ing fixtures. Their reflection in the 
paneled carved mirrors, which are 
Venetian in effect, cast a glow of 
light over the store that is unusu- 
ally bright. 

Inlaid linoleum with a marble pat- 
tern is covered by carpet runners of 
taupe in each aisle. The entire store 
has been refitted with new shoe 
boxes of a blue and gold spider web 
design. 


HE chairs and fitting stools are 

of an antique Italian pattern up- 
holstered in imported cloth. There 
is an increased seating capacity of 
25 per cent in the new arrangement. 
The office is located on the balcony in 
the rear of the store. 

The Vogue Boot Shop specializes 
in short vamp shoes exclusively and 
from a small beginning a few short 
years ago has developed into one of 
the leading stores in St. Louis. So 
successful has been their business 
that the need of a beautiful store 


was obvious, and after some consid- 
eration the present store was 
planned at a cost of $30,000. 


One Window for 
Each Grade 


| CONTINUED FROM PAGE 54] 
nowadays as are women folks as to 
how their feet look,” says Mr. Jor- 
dan. “Especially is this true of the 
high grade shoes. They like to look 
at the heel and the snug fit at the 
shank.” 

Mr. Jordan’s two other stores are 
family shoe shops. He began his 
business career as a retail shoe 
salesman, and after an apprentice- 
ship of about eight years at the 
fitting stool became a shoe merchant. 
He has in his new “department” 
men’s shoe store what city officials 
term “the only store of its kind in 
Jacksonville.” 

He believes that today eye appeal 
is more important than ever before. 
He changes his windows often. He 
discounts all his bills, and antici- 
pates making as big a success of his 
new store for men as he has of his 
two family shoe stores. 

He is having a big demand for 
sport shoes for men, in tan and 
white and black and white, for danc- 
ing purposes. 
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LETS GET MORE SHOES SOLD RIGHT 
THROUGH LEARNING HOW TO DOIT! 


WA RETAIL SHOE SALESMAN 


ae Ke 


ADVANCEMENT THROUGH ‘KNOW~HOW’ 


Edited by Helen M.Haney 


‘Thank You, Call Again!” 


“The Store’s Stock is as Large as Salesman’s Memory” 


OTH the above sayings. are 
B from the lips of shoe travelers 

of wide experience in scien- 
tific salesmanship, and the friends, 
as well as the merchandising coun- 
sellors, of retail shoe merchant as 
well as retail shoe salesman. The 
first is a suggestion for greeting the 
customer, made by the Iowa Shoe 
Travelers’ Association; it is taken 
from Series No. 6 of their “Selling 
Helps,” which is distributed by the 
Iowa Association to retail shoe 
salesmen in the stores which they 
visit. The text is printed on the two 
inside pages of a four-page 6 x 8 
folder, the first page in the form of 
an artistic cover, and reads as fol- 
lows: 

“He greeted her pleasantly with a 
genuine friendly smile. He didn’t 
look over her shoulder, but directly 
in the eye—not boldly—but in a 
pleasant, interested way. 
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How much of this stock can he 
remember? 


“He took a personal interest in 
the ‘use’ she had in mind for a pair 
of street shoes. She liked one thing 
about one pair and something else 
about another, but finally her choice 
was made in a doubtful way, so he 
put aside the rejected pairs and sold 
her the pair all over again. 




















Avoid insulting remarks “sotto 
voce,’ for the customer will 
sense your attitude 


“He complimented her on her 
choice of style and color. He called 
her attention to the fine tailoring of 
this particular brand and assured 
her of the fine fitting qualities of 
shoes from this certain maker and 
suggested the proper polish for 
longer, lasting, satisfaction. 

“Sold her for repeats. 

“Yes, he sold her a pair of shoes, 
and he sold them so they would 
STAY sold. He not only sold them, 





Too Much Luck 


The government of the 
United States rightfully frowns 
on the use of the mails in car- 
rying on any contest in which 
the element of chance or luck 
is involved. In our issue of 
July 16, appeared an inadver- 
tent infraction of this rule in 
the shape of a contest which — 
involved guessing the age of 
Dolly Gertrude Romsey, youth- 
ful supervisor of 55 salespeople 
in the shoe department of 
Abraham and Straus, Brook- 
lyn. Needless to say the con- 
test has been discontinued. 











but he wrapped up in that same 
package ‘ASSURED SATISFAC- 
TION.’ 

“He could have done all these 
things and still not be a good sales- 
man, if he had done them in just a 
passively courteous manner. There 
is a world of difference between 
‘Passive Good Will’ and ‘Positive 
Good Will,’ just the same as there is 
between ‘Courteous Attention’ and 
‘Friendly Attention.’ 

“He sold her, not so she would be 
MILDLY satisfied, but so she would 
be DEFINITELY pleased. He sold 
her not so she might come back 
again, but so she would be SURE to 
come soon. And then he said 
‘THANK YOU,’ and it was a real 
invitation to ‘CALL AGAIN.’ 

“It costs nothing to be a good 
salesman and it pays BIG, and 
when they come back—as they sure- 
ly will—they will not only come 
back to your store, but they will 
come back to YOU.” 

















Know your stock and teach it to 
know you 


Avoid Customer Criticism 


“All too often, retail salesmen pass 
ungracious remarks about custo- 
mers, who, it is true, may be diffi- 
cult to please, or unattractive in 
appearance, but sometimes a cus- 
tomer overhears these remarks, and 
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Men and women of refinement like 
well-dressed salespeople to serve 
them 


a sale is lost as a result,” said a 
shoe traveler recently. “I remember 
an incident that happened one time 
in a store on the Coast. A certain 
woman customer was seen to enter, 
and immediately one of the sales- 
men said to his brother salesman— 
‘Here comes that old crab.’ His 
voice carried further than what he 
thought. The woman heard him. 
She was ‘sport’ enough to allow 
him to try on one pair of shoes, but 
she was unmistakably not interested 
and walked out. The proprietor 
learned later of the incident, and 
on the following morning gathered 
his salespeople around him and 
plainly said ‘Any more remarks of 
this kind will mean for the sales- 
person making them immediate dis- 
missal from this store.’ Ungracious- 
ness does not pay.” 


Salesman Rich a Lawyer 


BOsTON.— 
W. W. Rich, 
scientific shoe 
salesman, and 
manager of 
the women’s 
shoe depart- 
ment of The 
Shepard Store 
here, recently 
graduated 
from the 
Northeast ern 
University’s School of Law. 
He will take the Bar Exams this 
winter. His wife, who is a sales- 
woman in the children’s depart- 
ment of the new Coward store, 
studied law at home with her hus- 
band, and their little four-year-old 
daughter constituted herself as a 
caretaker of her father’s study 
hours, oft-times giving the admoni- 
tion to visitors—Sh-h, don’t make 
any noise, daddy’s studying.” Mr. 
Rich has completed an intensive 


Ww. W. Rich 
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four-year night course in law with 
credit. He will doubtless soon have 
the approval of Massachusetts to 
write—“Counsellor-at-law” after 
his name. 


Education Is Never Finished 


Says George C. Hutchings, First 
Prize Problem Winner. 


Mr. Hutchings is salesman in the children’s 
department of the Coward Shoe Store, 
Boston 


The best answer to the RECORDER’S 
most recent $15 cash prize problem 
—‘What Are Your Educational 
Plans for the Fall and Winter 
Months?” was given by George C. 
Hutchings of Boston; the second 
best answer was given by M. K. Mc- 
Kendrick, foot fitter at the McKen- 





AN EMPLOYER’S TEN 
DEMANDMENTS 


Here are ten suggested rules of 
conduct for employees, by a 
“Moses” of modern business. 


Published in “Chandler-Eyes,” the _ in- 
spirational weekly sales bulletin written 
by Haszelle Costin, at the headquarters 
of The Chandler Boot Shops, Atlanta, Ga., 
“An Employer's Ten Demandments” were 
clipped from another paper and sent in 
to Miss Costin by V. J. Boudousquie, 
Manager of The Chandler New Orleans 
Shop. 


1. Don’t lie. It wastes my time 
and yours. I am sure to catch 
you in the end, and that is in 
the wrong end. 


- Watch your work and not the 


clock. A good day’s work 
makes a long day short; and 
a poor day’s work makes my 
face long. 

. Give me more than I expect, 
and I will give you more than 
you expect. I can afford to 
increase your pay if you in- 
crease my profits. 

- You owe so much to yourself 
that you can’t afford to owe 
anyone else. 

. Dishonesty is never an acci- 
dent. 

. Mind your own business and 
in time you’ll have a business 
of your own to mind. 

- Don’t do anything here which 
hurts your self-respect. An 
employee who is willing to 
steal for me is willing to steal 
from me. 

. It is none of my business 
what you do at night. But if 
dissipation affects what you 
do next day, and you do half 
as much as I demand, you'll 
last half as long as you hoped. 

. Don’t tell me what I like to 
hear, but what I ought to 
hear. 

. Don’t kick if I kick. If 
you’re worth correcting you’re 
worth keeping. 
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drick Shoe Co., Salt Lake 
Utah. Honorable mentions are 
given to: Victor J. Marks, of 
Marks Shoe Store, Danville, Pa.; 
L. T. Servais of Sager & Juley, 211 
N. Washington Street, Green Bay, 
Wis.; and Ben H. Jacobson, of 98 
Burchard Avenue, East Orange, 
N. J. Mr. Jacobson tells of the 
educational training of a successful 
young shoeman, the son of a retail 
shoe merchant. 

This is what Mr. Hutchings said: 
Education is never finished. I have 
a college education, and since then, 
I have spent several years in the 
shoe trade, including shoe manu- 
facturing, shoe selling at wholesale, 
and at retail. I also hold a diploma 
from the salesmanship course—but 
I feel that I have yet much to learn. 
I have recently changed my position 
from shoe manufacturing to retail 
shoe selling, and am now in the 
newly opened Coward Shoe Store of 
Boston, as I feel that with this pro- 
gressive shoe house, I have bound- 
less opportunities to study custo- 
mers, and study customers’ feet. 
Every customer is a source of more 
knowledge, both from a fitting and 
selling point of view. Feet and tem- 
peraments differ materially, and 
one is continually coming across 
new types of each. 


City, 


Study Your Stock 


Another most important study is 
that of the stock. A retail shoe 
salesman should study and know 
his stock thoroughly, so as to be 
able to talk to customers of dif- 
ferent styles, and their chief 
characteristics—such as the fitting 
of the last, the height of the heel, 
and the price. A salesman should 
be able to suggest various types of 
shoes, and shades of shoes, to 
match coats or gowns. 

Much also can be learned by keep- 
ing one’s eyes and ears open; by 
watching other fitters and listening 
to their sales talks to customers. 
In addition to the practical study, 
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Good men can’t see temptation when 
they meet it 
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The salesman is learning the value 
of cooperation 


as above outlined, I intend to take 
several of the following courses 
at one of the local universities 
during the evenings of this fall and 
winter: business organization, mer- 


chandising, business law, pur- 
chasing problems, business sta- 
tistics, sales management, psy- 


chology, and economics. 


Last, but not least, I shall con- 
tinue to read the various shoe trade 
journals, and _ general business 
magazines. The reading of these 
magazines, I consider an essential 
factor to better business; they are 
important sources of oher persons’ 
ideas, and it is necessary that the 
younger men in the trade should 
keep their thoughts “in step” with 
those of the older and more ex- 
perienced minds in the industry. 


Study Stock Carefully 


The next quotation, given more 
fully here — “The Shoe Store’s 
Stock is only as Large as the 
memory of the Retail Shoe Sales- 
man,” is made by a traveler out 
of Chicago. He represented an 
Eastern house making women’s 
high-grade shoes for many years, 
and is now representing a Buffalo 
house also making women’s high- 
grades. He has a wide circle of 
friends in his territory, and has 
closely studied selling problems. 














Salesmen should study shoemaking. 
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Retail shoe salesmen have a 
highly important piece of trade 
cooperative work to perform in 
the $4,000,000 national adver- 
tising campaign, sponsored by 
the National Shoe Retailers’ As- 
sociation, to increase the con- 
sumption of men’s shoes. This 
campaign was inaugurated on 
July 7, 1927. A dynamic drive is 
now “on,” and will continue for 
four years, with dealer merchan- 
dising “‘tie-ups,” with retail shoe 
salesman “tie-ups,” and with 
every member of the industry, 
marching shoulder-to-shoulder, in 
an intelligent, aggressive, and 
persistent, movement to “Sell 
Men More Shoes.” The retail shoe 
salesmen of the country will 
surely want to take an active part 
in this campaign, which will mean 
increased profits for their stores, 
and for themselves; a movement 
which will put the men’s shoe 
business on its feet, and make it 
permanently profitable. 


Enthusiastic Cooperation Needed 


Dealers’ Helps will include re- 
prints of the national advertising ; 
a newspaper mat service; the of- 
ficial emblem, to be used in the 
store or in its windows; window 
signs, sales letters, movie films 
and lantern slides, magazine ad- 
vertising, local newspaper ads, 
booklets, packages for customers, 
a monthly news bulletin, radio 
broadcasts, and manuals for the 
retail shoe salesmen, to help them 
to become more enthusiastic over 
the campaign, and to capitalize 
its influence directly upon store 
customers. These manuals, which 
will be furnished without cost, 
will cover the principal points in 
scientific salesmanship, and will 
be of inestimable value to all sell- 
ing men’s shoes. The high-point 
in all of this campaign is enthu- 
siastic cooperation. The well or- 
ganized team-work of the in- 


The September Prize Problem Will 
Bring $15 to Retail Shoe 
Salespeople 
What I Will Do to Help the $4,000,000 Men’s Shoe 


Campaign Increase Profits for My Store 
and for Me 


dustry, of which the retail shoe 
salesman is an important factor, 
is necessary to “Sell Men More 
Shoes,” which will mean increased 
profits for the merchant and his 
salespeople. The men folks of 
each community must be made 
more shoe conscious. Among the 
key topics about men’s shoes, to 
be emphasized in the big cam- 
paign, and about which retail 
shoe salesman should be on the 
alert to present to his customers, 
are: Pride in having the feet 
neatly shod; the economy of wear- 
ing several pairs alternately; 
great improvement in the appear- 
ance and service of today’s shoes; 
the comfort of wearing shoes of 
seasonable weights; the satisfac- 
tion of having an appropriate 
shoe “wardrobe”; the healthful- 
ness to the feet and to the entire 
body from changing the shoes 
often. 

With the above-mentioned 
facts before you, write to The 
Editor of The Retail Shoe Sales- 
man—what you will do to co- 
operate in this trade movement 
to “Sell Men More Shoes,” taking 
for your text— 

What I Will Do to Help the 
$4,000,000 Men’s Shoe Campaign 
Increase Profits for My Store and 
For Me.” 

Ten dollars for the best an- 
swer. Five dollars for the second 
best. Poor composition and bad 
spelling are secondary considera- 
tions. 

SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 207 South 
Street, Boston, Mass., SO THAT 
IT WILL BE RECEIVED NOT 
LATER THAN OCT. 5. 

Winners will be announced in 
this department Oct. 15, 1927. 
Only men actually engaged in 
selling shoes at retail are eligible 
to enter this contest. 
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The thought that this shoe 
traveling salesman wishes to stress 
is the importance of every retail 
shoe salesman knowing his stock 
thoroughly. He believes that many 
retail salesmen do not know their 
stock. “For instance,’ says he, 


“suppose you have a stock of $100, 
000 and a salesman in that stor: 
knows only two-thirds of it, the: 
your stock is not worth but two 
thirds of $100,000. The store’s stoc 
is worth only as much as the sales 
man remembers of it.” 
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ALL Welt Oxfords to sell 
’ profitably at $5.00. 


Fall Welt Oxfords to wear profit- 
ably at $5.00. 


We know everyone is eager to obtain 
such shoes because our Welt depart- 
ment is unusually busy—especially 
in oxfords. 


Illustrated are two walking oxford 
numbers which are being frequently 
selected all over the country at our 
many distribution centers. 


Evidently they are going to be line 
leaders. 


CUSHMAN-HOLLIS 


A Cushman Hollis Welt is always 
superior to its apparent price 
range. Deep inside you'll find 
better materials and customer 
satisfaction than is heralded by 
the popular price it can be sold 
for. 


C) 


AIRY 


There's the flash of vogue in 
every detail of this gun metal 
4-eyelet Walking Tie with its 
blending trimming of simulated 
black baby crocodile. Made on 
our 286 last and carrying the 
extremely popular 10/8 heel. 


LIGHTFOOT 


For the woman who desires the Cuban 
heel, this is our latest creation in a walk- 
ing oxford. Made with the new dark 
shade of autumn tan leather and snapped 
out with a trim of Verza calf. The last 
is No. 285. 





AUBURN, MAINE 


BOSTON, MASS. 
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The 
“Juliet” 


A charming PRE- 
MIER slipper com- 
bining two materiais 
that are featured re- 
peatedly this season 
-—black velvet and 
gold kid. 


This combination is 
best worn, of course, 
for formal after- 
noon wear in com- 
pany with a frock 
embracing the same 
color note. 


The ingenious inter- 
twining of the strap 
in this shoe is sure 
to attract feminine 
fancy and enhance 
the beauty of any 
foot. 
























































FTER a period in which the in- 
A formality of the sports mode 

was in the ascendancy we come 
into an era of more formality, of the 
use of more formal fabrics and trim- 
mings, and a more feminine touch in 
the silhouette and draping. This is 
reflected to no small extent in the wide- 
spread use of such formal materials as 
velvets and metallic fabrics, not only 
for evening wear, but for more or less 
formal afternoon modes. Combina- 
tions of these two materials, metallics 
and velvets, particularly the new trans- 





Illustrating the 
vogue for metallic 
and velvet com- 
binattons. An 
afternoon dress of 
gold lamé and 
black transparent 
georgette velvet. 
Courtesy of B. 
Altman & Co. 
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This charming 
evening dress is 
emphasizing the 
bolero theme fash- 
ioned of silver 
metal lace and has 
a wide crushed 
girdle of geranium 
red velvet. Saks- 
Fifth Avenue. 


parent velvets—are frequent. At times 
georgette, chiffon or other crepe ma- 
terials are used in combination with 
the metallic materials. 

The vogue for metals is seen not 
only in brocades and lamés, but has 
extended to metallic velvets and metal- 
lic laces. Not all the metallic effects 
are in gold and silver, for gunmetal 
lace is being used rather frequently 
for the fashioning of some of the more 
formal gowns. Where an actual metal- 
lic effect is not used, there is often a 
color note shading on the metallic. 
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GEORGE W. BAKER SHOE CO. 
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“ Ardvet” 


“Stunning” is the only adjective to 
describe this new evening slipper 
offered by GEORGE BAKER for 
the approaching season of formality 
in dress. 


The two materials employed—velvet 
and silver kid—are both well spon- 
sored. The silver tone matches 
beautifully the present vogue for 
metal lace in dresses, while the velvet 
shown here in white, may be dyed to 
blend with any shade of velvet, used 
to a great extent in girdles and trims. 


Observing merchants invariably find 
that GEORGE BAKER shoes follow 
the best dictates of fashion. 


GEORGE BAKER 


“SHOES OF CHARACTER” 


Made by 


343 Classon Avenue, Brooklyn, N. Y. 





MAKERS OF QUALITY TURN FOOTWEAR 











































































The other dominant note is 








; 
" The “Claire” 


UNITY has fashioned this 
handsome buckle pump to 
exemplify certain outstand- 
ing successes of the pres- 
ent season. 


“Claire” appears here in 
black patent with just a 
touch of blue, both in the 
buckle and the kid backing. 
This is a color combination 
which has been accorded 
unusual favor. 


the buckle itself which the 
elite have accepted as being 
very smart. 


Blue costumes as well as 
those of black are best set 
off with a shoe such as the 
“Claire.” 
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Such fabrics as copper colored satin 
have achieved a smart note in many 
of the new fall and winter costumes. 

Satin is still a much favored fabric, 
not only for formal evening wear, but 
for afternoon and street wear as well. 
Black satin, especially, is being used 
in huge quantities and the clever use 
of both sides of satin fabrics to achieve 
a two-tone effect continues. 

Blue, as a fall and winter color, 
seems to be growing rather than other- 
wise. The new blues have made a 
marked impression, particularly the 
bright blues, a bit lighter than navy 

















This blue crepe 
dress by Vionnet, 
imported by Lord 
& Taylor, shows 
an interesting new 
collar treatment 
which ties in a 
bow with long 
graceful ends at 
the back. The 
skirt shows the 
new front drapery 
effect. 
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Another evidence 
of the combination 
vogue is shown in 
this Renée model 
from Lord & 
Taylor. It is of 
copper satin with 
georgette of the 
same shade fash- 
toning the yoke, 
the wide bands on 
the sleeves, and 
the pleated godet 
at the front of the 
skirt. 


and with somewhat of a grayish cast. 
The vogue for blue has extended to 
millinery and accessories. 

Browns of course, particularly the 
warm coppery browns, continue in high 
vogue and for volume selling there is 
nothing that approaches black. 

So far as the silhouette is concerned 
there has been little change recently. 
The defined waist line, bolero and two- 
piece effects are still in high vogue. 
Most interest centers on skirts, with 
the various side or front drapings 
marking the distinct tendency toward 
flares and fullness. 
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[7 SMITH ST. BROOKLYN 


Metallic 
fabrics 
and_ colors 
hit a_ high 
fashion note in 
the Fall mode. 
Wherever smart 
women  foregather, 
the glint and lustre of 
metal is seen. 


To lend the proper note of 
harmony in footwear, LAX 
& .ABOWITZ _ offer _ the 
“Bucklette,” a slender strap model 
in bronze kid, one of the favored 
shades. 


The new adjustable buckle assures per- 
fect fit, while the styling of this shoe is 
such that will appeal instantly to discrimi- 


nating taste. 
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Camel’s-Hair Slippers 


NOW READY, IN-STOCK, 
FOR YOUR SELECTIONS 


GOLO is headquarters for the world-famous 
camel’s-hair slippers which are in great demand 
when cool days arrive. It is none too early to 
put in your order for these popular sellers now. 


Soft sole, padded heel 

felt lined. In _ shark, 

lizard and alligator 

grains. In stock in 7 
different shades, including the popular Jade color. 
Men’s and Women’s in All Sizes. 


Soft sole Satins with 
covered wood heel or 
with soft padded heel. 
In square and diamond 
quilt. Also made with flexible leather sole and heel. 
Complete Slipper Lines in Satin, Leather 
and Better Grade Felts; Imported French 
Mules and D’Orsays—ALL IN-STOCK. 


GOLO SLIPPER COMPANY 


129 DUANE ST. NEW YORK 


Chicago Branch Office: 1634 Republic Building 
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HERE’S no guess 

work about the 
ready market for these 
TEEPLE MIGHTY 
GOOD SHOES for 
boys. They’re the 
speediest of ready 
sellers. 














Style 214 
Tan Kip 
Boys’ C,D- - - 
Youth’s C,D - - 2.90 
Little Men’s @, D- 2.65 
Style 216—Same in Black. 
Style 250—Same in Tan 
Kip Oxford. 
Style 252—Same in Black 
Kip Oxford. ° 


$3.15 


Style 215 


Broncho Tan Grain 

14 Double Midsole 
Boys’ C,E  - - 
Youth’s C, E - - 
Little Men’s C, E- 





In Stock Oct. Ist to Feb. Ist 
Terms 2% 10 days 


TEEPLE SHOE CO. 


WA cruipitn Ws 
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Nunn-Bush 
cAnkle-Fashioned Oxfords 


for Well Dressed Men 


The Hampton—$6.30 
o. 2387—Imported Tan Scotch Grain 
o. 1387—Imported Black Scotch Grain 
In Stock—A to D 


New—for Fall 


Fall and Winter Catalog No veady 


Nunn-Bush & Weldon Shoe Company 


MILWAUKEE, WIS. 
Eastern Branch—144 Duane St., New York City 
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Rippeline 


This Pegged Shank 
Won’t Fall With 
the Arch 


Note the shoes that your customers wear with 
shanks broken down. Too much of the wearer’s 
weight has, due to weak arches, been thrown on 
these shanks. Men whose feet ache and tire 
easily or are weak in the arch should wear the 
COPEG-ARCH—the double lasted shoe with T is no feat to fit Milady’s 
the arch supporting pegged shank. : 
feet with Reliance Footwear. 


Here the flexibility of the Goodyear welted sole 
is combined with the added resilient strength You can rely on thin — 3 5 


which hand pegging alone makes possible for 
an arch supporting shank. and $6 retailers for their smart 








Write for full particulars interpretation of the mode. 
of this construction. 


No. 36 Live dealers sell these shoes. 
IN STOCK : 

se me Copeg-Arch 2 

“USMC. “ply. rubber Will gladly send you the name 


—USMC ply rubber 
heel—medium weight . . 
of nearest distributor. 


sole. 


AAAA/AA_ 8 te 482, 
AAA/A 8 to 12, AA/B 
7 to 12, A/C 6% to 
We sell 36 pairs on a width only. 


RELIANCE 


SHOE COMPANY 


The Copeland & Ryder Co. BEVERLY MASS. 


Jefferson, Wisconsin 











6.15 




















1927 


oF PN C40 





September 17, 1927 


BOOT AND SHOE RECORDER 





67 








AA 28 “Brownbilt” 


Women’s Patent Elegante Pump, Black 
suede quarter and silver Piping, 2%” Cov- 
ered Wood Spike Heel, Imitation Turn, Ele- 
gant Last. AA 4-8, A 3%-8, B 3-8, C 
Ss TED. Se cteoccesvivewectosves $4.85 

AA29—Same in Black Satin with Moire 
Quarter and Patent Piping 





AA 30 “Brownbilt” 

Women's Patent Cleo Side Tie, Plain Toe, 
2%” covered wood spike heel, imitation 
turn, Letty Last. AA 4-8, A 3%4-8 3-8, 
Cc 2%-8. Price®. .ccccccccsccccess 4.85 


AA 31—Same in Black Satin. 











CHECK THESE DATES 





Brown bit 


Quick Turn-over 


in these just-from-the-designer Patterns for Fall 





Shoes 


Jor Women 


In Stock for Instant Shipment 





AA 38S “Brownbilt” 


AA 42 “Brownbilt” 


Women’ s Black Crocodile Pep One Strap, Women’s Marron Garter Snake One Strap, 

§ covered wood box heel. imitation cum 2%” covered wood = spike heel, imitation 
Daisy Last. AA 4-8, A 3%-8, B 3- S oem oT? act. AA 4-8, A 3%-8, B 
2%-8 DE Seteetvesededeateawe $4.15 2%-8 Price $4.85 


AA 39—Same in Amber Crocodi'e. 
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AA 37 “Brownbilt”’ AA $2 “Brownbiit” 

Women’s Brown Kid Zip Scalloped Tie, Women's black suede moire tie, steel gun 
Brown Suede Trimming, 154” Covered Wood metal patent trimming, 2%" covered wood 
Box Heel, Imitation Turn, Strut Last. “- spike heel, imitation turn, Letty Last. AA 
4-8, A 3%-8, B 3-8, C 2%-8. Price $5 4-8, A 3 B 8, C 244-8. Price $5.15 

AA 36—Same in Black Suede with oa AA 33—Sam in black satin, brocad 
gun metal patent trimming. satin trin iming Price .... $4 


Our New Fall Catalog is ready, showing the new complete line of 
Browndilt Shoes for men and women, Buster Brown Shoes for Boys 
and Girls, and other Brown-Make specialties—write for it. 
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Shoes Bought Now Cost Less 





PLAIN TOE CUT OUT 
BLUCHER OXFORD 


Patent Colt 
Se) eee $2.00 
S1S-—1506 we B...........-. 2.20 
6613—(Broad toe) 24% to 54%. 2.50 
7613—(Medium toe) 3 to 6% 2.50 


Gun Metal 
G616-—-GYE be 125. i. wc ccecece $2.00 
S614—-11% to 2 .... 2. cceeee 2.20 


6614—(Broad toe) 2%4 to 54%. 2.50 
7614—(Medium toe) 3 to 6% 2.50 


Tan Kip 
eS ee | eer $2.00 
5615—11% to 2 
6615—(Broad toe) 2% to 5% 2.50 
7615—(Medium toe) 3 to 6% 2.50 


UU 
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NITA 


NOT CARRIED IN STOCK 
MADE ON ORDER ONLY 


IN ALL LEATHERS AND COMBINATIONS 


BRAUER BROS. SHOE.@. 


SAINT LOUIS, U. S. A. 


beauty; 
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CLASSIC LINES AND FAULTLESS FIT ARE THE 
QUALITIES WHICH ELECT THIS UNUSUAL PAT- 
ENT LEATHER PUMP WITH ELDORADO PATENT 
UNDERLAYS A FAVORITE FOR THE EARLY 
FALL GATHERINGS. 


FASHIONERS OF WOMEN’S NOVELTY SHOES 
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THESE 3Ws LENOX 
NOW IN STOCK 





“Arch Support” 
Sizes 4 to 8—EE 


1023—Women’s Black Kid... . $2.65 

1024—Women’s All Patent... 2.70 

1017—Women’s Black Kid Lace 
IN: aco ccur aiahelcis Oidosd s 2.65 


Arch support with long counter and 
steel shank pieces. 








“Lenox Welt Plain Blucher’’ 


2109—Child’s Patent, 2 to 5. .$1.40 
3109—Child’s Patent, 4 to 8.. 1.65 
4109—Child’s Patent, 84% to 11 1.95 
5109—NMisses’ Patent, 11% to 2 2.30 
2108—Child’s Tan Calf, 2 to 5. 1.40 
3108—Child’s Tan Calf, 4 to 8 1.65 


4108—Child’s Tan Calf, 8% to 
Ps 11 


_ Spe. eae he 2.30 
3138—Child’s Gun Metal, 5 to 8 1.65 


4138—NMisses’ Gun Metal, 814 
MY sects cs wince eure 0 1.95 


Weimer Wright & Watkin Co. 


39 S. SECOND ST. 


PHILADELPHIA, PA. 


FACTORY: ANNVILLE, PA. 
Samples Sent at Our Expense 
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C7H-ALDEN COMPANY | 
Designers aid 1 Makers of Mens Fine Shoes 
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A SMART TIE FOR FORMAL WEAR 


BENCHER LAST 
— Boston Oftice: lONigh Street 3 | 


lactory and Executive, Oftices 
ABINGTON, MASsS. 
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EFORE AFTER 


and at the same time make 
an Extra Profit yourself / 


Of all the sundries you carry, none sell so readily or meet a 
more widespread need than Dr. Scholl’s Walk-Strate Heel Pads. 


Look at your patrons’ shoes. Note how many are run over. 
Show your customers how their whole appearance suffers from 
it; that the constant wobbling of the ankles causes them to 
thicken; spoils the grace of their walk and makes frequent heel 
repairs necessary! Showing your customers how to overcome 
this fault with Dr. Scholl’s Walk-Strate Heel Pads is doing 
them a real service which they will appreciate—and nine 
times in ten you will sell a pair with every pair of shoes you 
fit. When you have an item for which such a universal need 
exists, and to which people are so obviously responsive, you are 
passing up the easiest sale you can make every time you fail to 


bring Dr. Scholl’s Walk-Strate Heel Pads to the attention of 


your customers. 


Dr. Scholl’s Walk-Strate Heel Pads are nationally advertised. 
Order a supply at once. Sizes: Women’s, 3-5, 6-8. Men’s, 6-8, 


7-11. Price, $2.75 per dozen. Retail 35c per pair. 


~— Dr Scholl's 


Walk Strate Heel Pads 


Made by The Scholl Mfg. Co., Inc., World’s Largest Manufac- 
turers of Foot Comfort Appliances and Remedies 


62 W. 14th St. 


213 W. Schiller St. 
CHICAGO NEW YORK 


~ Yur chance. 


~ give areal service 


Now Nationally 
Advertised to an 


8,702,737 
families monthly 


Your customers are 
reading this advertising 
on Dr. Scholl’s Walk-Strate Heel Pads. Dis- 
play them in your windows and on your coun- 






















audience of 


LADIES’ HOME 
JOURNAL 
AMERICAN 


McCALL’S 
TRUE STORY 





Attractive Feet 
Lose their charm by crooked heels 
HE shapliest fot sad crimenest ankle 
lose ther chat, and your whole ap- 
pesrance saffers, when yout beeb ase 
crooked or your 1 


Walk- 


Made by The 














How Do Your Feet 
Look From Behind? 








ters —and demonstrate their virtues. 


112 Adelaide St., E. 
TORONTO, CAN. 
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Who’s Who on the Road 


N. S. T. A. Members “Talking Up” President Geuting’s 
Book “Curse of the Shoe Trade” 


ARRY SCHWEITZER, who has 

joined the salesfore of the M. A. 
Packard Co., will cover Wisconsin, 
Minnesota, and Illinois, including the 
City of Chicago, for his new con- 
nection, with which, by the way, he 
is very much pleased. He was re- 
cently in the East, picking out his 
samples, and is now in his territory. 
He will make his headquarters in 
Chicago. Mr. Schweitzer is one of the 
most popular and successful salesman 
in the country. He formerly repre- 
sented the E. E. Taylor Co., and before 





that he sold the former T. D. Barry 
Co. line. 
LLIOTT La- 
MONTAGNE, 


New England and 
New York State 
salesman for The 
Menihan Co. has 
recently acquired 
a permanent sales 
office, located in 
the Draper Hotel, 
Northampton, 
Mass. To give re- 
tail shoe mer- 
chants in his terri- 
tory even better 
service, Leo De- 
laney became associated with Mr. La- 
Montagne on Sept. 5. Mr. Delaney has 
had much experience in shoe retailing 
and understands the human foot and 
corrective footwear, which will make 
his services doubly valuable to Arch 
Aid dealers. 


HARLES M. COHEN now travels 

for Murphy & Saval Co., Chicago, 
in Michigan, Illinois, and Wisconsin. 
He formerly represented I. Grossman, 
Inc., in this territory. 





Elliott LaMontagne 








E. DOANE, 


ager of the 
Charles A. Eaton 
Co., makers of the 
Crawford line of 
men’s shoes at 
Brockton, Mass., 
spent the week of 
Aug. 22 to 26 in 
Columbus, going 
over style fea- 
tures for the 
spring line with 
J. J. Kaltenbrun, 
Columbus, trav- 
eler for the company in Ohio, Indiana 
and the larger cities of West Virginia; 
W. H. Reichel, of Chicago, who carries 
the line in Illinois and Michigan and 
Sol Gardner of Pittsburgh, who repre- 
sents that concern in New York and 
Western Pennsylvania. The sessions of 


W. H. Reichel 





® sales man- 


By HELEN M. HANEY 


the style conference were held at the 
Chittenden Hotel. It was announced 
that among the new models, designed 
for spring wear, will be medium shades 
of tan calf, not as light as those shown 
during the fall and summer season of 
1927, but, instead, in a rich copper 
shade. The young men’s shoes will re- 
tain the broad toe which will be one of 
the distinguishing features of the line. 
Quite a few new models were styled and 
some are believed to be exceptionally 
attractive. (U.T.P.S.) 





OHN O. KINDER has recently made 

arrangements with the Beacon Falls 
Rubber Shoe Co. to represent this 
house in New York, Washington, and 
Virginia. Mr. Kinder is one of the 
most popular salesmen on the road. 





N. S. T. A. TRADE CO-OPERA- 
TIVE WORK RECOGNIZED 


The good trade co-operative 
work of the N. S. T. A. was 
recently recognized by A. H. 
Geuting, president of the N. S. 
R. A., in the sending gratis of 
3000 copies of his book, “The 
Curse of the Shoe Trade and 
How to Remove It” to the mem- 
bers of the National Shoe 
Travelers Association. That the 
shoe travelers have appreciated 
receiving and reading this inter- 
esting and constructive bit of 
literature is evidenced in the 
many complimentary letters 
which have been sent to the Na- 
tional Secretary. These letters 
state that N. S. T. A. members 
feel the theory of President Geu- 
ting, urging an extra income for 
the trade as a whole, is one that 
is needed, and that the doctrine 
that the more profits the retail 
shoe merchant receives, the more 
profits will the manufacturers 
and shoe travelers receive, is a 
sound one—and that all should 
work as a unit toward that end. 
In their country-wide calls on the 
trade, they are calling the at- 
tention of their customers to this 
book, and suggesting that they 
give it a careful perusal. 

Excerpts from the talk made 
by President Henry W. Cook, 
president of the National Boot 
and Shoe Manufacturers’ Associ- 
ation, made at the 1927 mid- 
summer Boston Shoe and Leather 
Fair, have also been sent to 3000 
members of the N. S. T. A. and 
have been very much appreciated 
by the boys. 











A. BAILEY, (Gene) Bailey, who 
¢ represents Bion F. Reynolds Co. 
of Brockton, Mass.., from Chicago to 
the Pacific Coast, is planning to spend 
the winter in Los Angeles, and has 
changed his residence and business ad- 
dress from Minneapolis to “The Windy 
City” this move being effected for the 
purpose of maintaining a more in- 
timate contact with his trade. Mr. 
Bailey has been traveling Chicago to 
the Pacific Coast territory for many 
years past. His many friend custo- 
mers will be glad to know that he is 
going to live nearer to them. 





AT  BERK- 

OWITZ, Pa- 
cific Coast man 
for W. H. Lampe 
Shoe Co., St. 
Louis, is one of 
the most success- 
ful specialty line 
shoe_ travelers 
out of St. Louis. 
During a recent 
visit at the fac- 
tory, he reported 
conditions good 
in his territory. 





Nat Berkowits 





pean W. RICE, for many years, 
one of the well known salesmen for 
the Utz & Dunn Co., recently displayed 
his new Boyd-Welsh line of samples at 
the Hotel Seneca, Rochester. Mr. Rice 
covers New York State for this house. 
He states that one of his brand new 
numbers for immediate selling to the 
public is an open front, one-eyelet, 
a tie, with high Cuban covered 
eel. 


H V. NICH- 
¢ OLS, who 
is a veteran 
rubber shoe 
salesman,  inas- 
much as he has 
been selling the 
product of this 
industry ever 
since his World 
War service, is 
now showing the 
new canvas num- 
bers of his house 
to his many 
friend- qustomers 
among the retail 
shoe merchants. Mr. Nichols repre- 
sents The Cambridge Rubber Co. in 
Eastern Massachusetts, and then all 
along down the New England Coast 
from Portland, Maine. He says that he 
would rather sell rubbers and canvas 








H. V. Nichols 


‘rubber soled shoes than any other mer- 


chandise that is made. 
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Read this, 
AMBITIOUS MAN 


—it may be your own story 


HE was working in a general store. His wife taught 
music to help out. He wanted to open a little store 
of his own. That was the most he hoped for—then. 

But the years passed. He was still a ‘‘clerk.’” He was 
a worker, he lived frugally, but, like so many salaried 
men in small businesses, he was beating his ambition 
against a stone wall. 

‘One evening he and his wife had a long talk. He de- 
cided to make a change. He went into a J. C. Penney 
Company store as a retail salesman. No stone wall there. 
He found a road—hard but straight—to independence. 

He is now manager of one of our Western stores. His 
salary—a good one—is the smaller part of his income. 
He shares in the profits of his own store and of a// the 
wed C. Penney Company stores. He is a co-partner in 
the largest and fastest growing department store organ- 
ization in the world. Its sales last year were $115,682,- 
737; its estimated sales this year pit we sell for cash 
only) are $150,000,000. 


Aud he is stilla young man 


Exceptional case? No. Hundreds of men have done as 
well. Can you? That’s up to you. If you're the man who 
relies on promises instead of effort we don’t want you. 
The only thing we promise is a good starting salary and 
a clear-cut opportunity for the man we do want. 

If you are between 25 and 35 years of age, experienced 
in selling men’s clothing, drygoods, or shoes, have a 
high school education or its equivalent, and want to 
know more about the J. C. Penney Company and its 
lan, you are invited to write today for our new book- 
et, “Your Next Ten Years.”’ 





Address personally Wm. M. Bushnell at our 
New York office or E. M. DeMoss at our 
St. Louis office — whichever is nearer you. 


J. C. PENNEY CO. 


330 W. 34th St., New York City 1010 Pine St., St. Louis, Mo. 
Room 1502B Room 1049B 















We take each order that 
we receive as an award of 
merit. The fact that our 
factory has been running at 
maximum production for 
some months past would 
indicate that our KING- 
FISHER and LUXUREST 
Lines have appealed great- 
ly to a tremendous number 
of buyers. No doubt an 
inspection of our sample 
line would disclose several 
styles that would prove 
profitable to you. 





oMefrsian defo Ine 


Stoneham, Mass. 
Makers of Comfort Footwear 
Welits, Turns, McKays, Stitchdowns 
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Sol Gardner of Pittsburgh, wio 

represents the Crawford line of 

men’s shoes in New York and 
Western Pennsylvania 


ALPH STADEKER, dean of the 

sales representatives of the E. P. 
Reed & Co., recently celebrated his 
seventy-fifth birthday. Mr. Stadeker’s 
headquarters are in Chicago. For 36 
years he has sold shoes on the road for 
this house. We are publishing Mr. 
Stadeker’s picture here “life-size” so 
that all may see for themselves that he 
is growing younger all the time. Mr. 
Stadeker has to his credit the opening 
up of more new accounts for the Matrix 
shoe than any other salesman on the 
E. P. Reed & Co. staff. By the way, he 
and his good wife are to celebrate their 
forty-sixth wedding anniversary on Oct. 
22, next. 


ITH the members of the firm as 

hosts, salesmen and executives 
from the M. A. Packard Company 
were guests at a recent evening din- 
ner, in the Hotel Statler, Boston. John 
S. Kent, president, presided and pointed 
out how the rising market on leather 
and other materials has affected the 
price of shoes. He also expressed the 
opinion that conditions were never 
more favorable for Brockton quality 
shoes than at the present time, and 
urged each salesman to take every 
possible advantage of the publicity 
Brockton has established«for better 
grade footwear. Mr. Kent announced 
that through an arrangement with the 
Menihan Shoe Company of Rochester, 
N. Y., makers of “Archaid” shoes for 
women, that the M. A. Packard Com- 
pany has been granted the use of the 
patent rights to make “Archaid” shoes 
for men. He then presented J. G. 
Menihan, president of the Menihan 
Shoe Co., who explained in detail the 
special features and construction of 
the “Archaid” women’s line; he also 
outlined a successful merchandising 
plan by which his concern has rapidly 
become one of the leaders in the pro- 
duction of women’s footwear. An ex- 
tensive advertising program is planned 
for the coming season. John S. Kent, 
Jr., treasurer, and David R. Goodin, 
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sales manager, also spoke briefly. 
Those present were John S. Kent, J. G. 
Menihan, L. M. Busby, J. D. Thyng, 
D. B. Paul, F. E. Hart, D. R. Goodin, 
Harry Schweitzer, Hugh Doyle, Charles 
W. Stiles, John S. Kent, Jr., B. B. 
Smith, S. R. Godfrey, John J. Feeley, 
Jack ‘Schwartz, I. Singer, Alfred T. 
Kent, Charles E. Baird and Elliott La 
Montagne. 


OBERT MILLETT of Brockton, 

Mass., is dead. He was about 45 
years of age, and had covered the 
Northwest, the Middle West, and 
Central West, for many years, with 
several lines of shoes. Mr. Millett re- 
tired from the road about two years 
ago and had been engaged in the hotel 
business on Cape Cod. 


Ralph Stadeker, Dean and “‘High- 
man” of the E. P. Reed & Co.’s 
Salesforce 


HE recently held five-day conference 

of The Commonwealth Shoe & 
Leather Co. wound up on the first sun- 
shiny day of that week with a big cele- 
bration at Fort Phoenix, New Bedford, 
Mass., where a dinner was served and 
after a baseball game, the salesforce, 
forty-five in all, and executives boarded 
a yacht and sailed to South Dartmouth, 
the big estate of Colonel Eddie H. R. 
Green, where is located a fully equipped 
“Old Whaler,” the last of the big fleet 
of the Colonel’s ancestors, who laid the 
foundation for the Green fortune. 
Colonel Green is an old-time friend of 
J. A. (Dick) Richardson, who formerly 
traveled the South for, the Common- 
wealth Shoe & Leather Co., but who 
is now stationed at the Boston office. 
Dick Richardson knew Colonel Green, 
when the latter resided in Texas and 
had ambitions of making Texas a Re- 
publican State. “The Colonel was chair- 
man of the National Republican Com- 
mittee in Texas,” said Mr. Richardson, 
“and even though Texas was a Demo- 
cratic State he was popular with the 
electorate. He spent millions of dollars 
for the Texas people. He lived in a little 
town eleven or twelve miles outside of 
Dallas. It was his idea to divide the 
State into four parts, and as he was 
president of The Texas Central Rail- 


73 


road, he built his road right through the 
center of Texas—the only road that is 
so constructed. If Colonel Green had 

n a Democrat, he certainly would 
have been elected Governor. Even now, 
he has so many friends down there, that 
he spends a part of each year in The 
Lone Star State. The Colonel is one of 
the most kindly and gracious men I have 
ever known.” The Commonwealth party 
visited Colonel Green’s wireless station 
and inspected the initial work on the 
new aviation field. Among the high- 
lights of discussion at the sales con- 
ference were problems very close to 
the merchandising of men’s shoes, of 
interest to the merchant and the com- 
pany. It was stated that Bostonians 
are in the stores of the leading mer- 
chants of the country, and that there 
is a growing demand for a semi-correc- 
tive, all leather shoe—a shoe, while not 
made for deformed feet, as is the prod- 
uct of many makers of corrective shoes, 
yet is a shoe made on correct prin- 
ciples. It was further stated that this 
particular shoe has been in the develop- 
ing for over a year and a half and that 
it will be nationally advertised as a 
man’s shoe made on correct principles, 


HE Miller Hosiery Co., Inc., an- 

nounces the addition of the follow- 
ing men to its sales force; here is the 
roster, with the territories covered by 
each: H. H. Prince, Texas; J. W. Hatch, 
formerly with Van Raalte and Thomas 
E. Brown, Michigan, Indiana and IIli- 
nois; G. L. Spencer, formerly with 
Allen & Co., and Carters Underwear, 
Minnesota and Wisconsin; J. B. Hurst, 
Utah and Idaho; C. Rogers, Oregon and 
Washington; A. B. Heinke, Jr., for 
Los Angeles and Southern California; 
H. Harris for San Francisco; J. Y. 
Green, Arizona, New Mexico and 
Western Texas; H. Francisco, in 
conjunction with Mr . Heinke for 
Southern California. The Miller 
Hosiery Co., Inc., also announces that 
it now carries a complete stock of all 
numbers in San Fragcisco, at 51 Fre- 
mont Street. 


& 


J. A. (Dick) Richardson of the 
Commonwealth Shoe & Leather 
Co. 
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N. Y. Building 
of U.P.C. 


239 West 39th St. 












A. C. PEARSON 
Chairman of the Board of 
the U.P.C. 
President of the Textile 
Publishing Co., N. Y.C. 


FRITZ J. FRANK 
President of the U.P.C. 
President of the Iron Age 
Publishing Co., N. Y. C, : 

“* — Z 

Cc. A. MUSSELMAN : a tid PEF 

Vice-President of the 
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President of ‘the Chilton 
Class Journal Co., Phila. 


F. C. STEVENS 
Treasurer of the U.P.C. 
President of the Federal 
x Printing Co., N. Y. C. 
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Philadelphia’ Plant of U.P.C. 
N. W. Cor. Chestnut and 56th Sts. 
Headquarters Chilton Class. Journal Co. 
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PURCHASING PoweR 
CIRCULATION 
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EADER interest is the essential, of a 
good business journal, and this can be 
obtained only as a result of a policy 
which builds large paid circula- 
tions among the most desirable 
trade units on the basis of editorial merit. 


The right kind of paid circulation is a guar- 
antee of purchasing power and U. P. C. publi- 
cations represent the maximum of that kind of 
circulation in the fields covered. 


Upon request we will furnish detailed proof. 
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““RAJAH”’ Crepe Soles have been 
materially reduced from the prices pre- 
vailing last year. 2&2 2 XR & 


You need pay no premium to obtain the 
Standard of Crepe Soles on your shoes. 


They do not cost more than other crepe 
soles. = 52 S 5 5 


Hered Hale Rubber Co. 
Atlantic Cst.1837 YJilass 



























MAYBELLE—AIl patent Oxford trimmed 
with tan lizard, 1300 last, 19/8 Spike heel. 


This last minute pattern also comes in any 
combination of leathers, including black suede, and can 
be built over our 1900 last with 14/8 box heel and new 


Wala LAMPIE SIEIOE CO. 


, pide 











Reg. U. S. Pat. Off. 
Made to Order Only 


FOUR TO FIVE WEEKS 
DELIVERY 





vreeemtocturers USA. 
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— garmeeaaa does a mother go “shopping” for Baby Shoes. 
She seeks the shop that offers the best, and with loving 





cas 


attention to each detail, makes her purchase. 





He ad 








Invariably she is offered Mrs. Day’s Ideals, for no line of 


baby shoes enjoys such widespread distribution and such 


Sei SAM 


ie a a 





high regard among buyers. 








ee 


For 25 years “Ideals” have been made on the principle that 
4 when it comes to Baby Shoes, “the best is none too good.” 





Mrs. Day’s Ideal Baby Shoe Co. 


DANVERS, MASS. 
Chicago—325 W. Jackson Blvd. 
San Francisco—49 4th St. 





New York—387 4th Ave. 
Boston—12 West St. 















M.HUNTER 












Style 370 


A first walking shoe, 


light 
soles. 


counters 


having 


and flexible 


Made of highest grade 


selections of Elk skins in vari- 


ous colors. 


Many styles of Soft Soles, 


Intermediates 


and Hard 


Soles are shown in the 


Price List. 
quest. 


Copy on re- 











Ma de 
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Shoes that have won the 
confidence of keen, wide- 
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unmistakable character... 
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ARTISTIC SHOES 


are renowned-in the $10 field because 
they embrace everything to be desired. 
Better value for the money cannot be 
found, even in shoes that sell at higher 
prices. 





The “‘Cinderella,”’ a slim grace- 
ful oxford, is typical of the 
superb styling of ARTISTIC 


SHOES. 


Why not see the entire line for 


Fall? 





AMERICA’S PRE-EMINENT LINE OF $10 RETAILERS 


Artistic Shoe Co Ine. 


Factory & Showroom 
380 Throop Ave., Brooklyn, NY. 


New York Showroom: 540 Marbridge Bldg. 
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We present this FALL 
SHOE with HUBGORE, 
on the side, as a prac- 
tical and unique style 
development. . 
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Brown ‘Kid! Velvet! Patent! Satin! Tan Calf! Alligator! Black Calf! 


“REBA” 


“JUANITA” 








B32 Black psa = B-208—Black Velvet with 
ae 75 Black Braid Trim....... $1.75 B-213—All Black Velvet. $4.50 
“LARK” “CLARE” 
21/8 Heel 
f 
/ 
f 
4 
,s 
B-G82—Patent .........- $4.50 ».on ‘eit — 
-573— *k Satin...... zt 
B-218—Brown Alligator B-733—Gun Metal Calf. .$4.50 BSI —Pek ee... -- 08-88 
GE occ sccugeerevers4 $5.00 B-739—Patent Leather... 4.50 B-G18—Black Velvet.... 4.25 
“ROSELLA” “ALFA” 
“LOUISE” 


“TAILLEUR” 


Cuban and Spike Heels 


Black Silk Ribbon Bow 














B-785-—Patent .......... $4.50 
B-774—Patent (Cuban 
B-768—Black Satin...... $4.75 pase) eaters alacacaue ait $4.50 B-785B—As above with 
-662— Brown Alligator . ick “k rd 
ue ” Calf (Cuban Heel)...... 5.00 large Nickel Buckle..... 4.75 
B-214—Patent .......... $4.50 ANGIE B-773—Patent (Spike 
BEOUEP ceeds ewesoseseone 75 
B-215—Black Calf....... 4.50 “ARABY” 
B-216—Black Velvet..... 4,50 eatin em in “Goodyear Welt” 
- — Covered Heel 
“DUCE” 
B-239—Patent Leather. ..85.00 
SIZES -212—Black Velv P 
AAA. 5 to 8 AA. 4% to8 B-g40—Biack Satin (15/8 
A,4to8 B, 3% to8 0,3 tos MD dnnniouescshere 4.25  B-180—Black Calf with 
Terms: Net Thirty Days B-232—Patent (15/8 Cu- om Black Grain Calf Trim. .85.00 
Twenty-five cents additional Dan) .....seeeeceeeseee . ° 2 
for orders of less than B-226— White Satin (15/8 B-199—Tan Calf with 
three pairs. Gpamigh) ...ccccccccces 4.75 Grain Calf Trim........ 5.00 
Pittsburgh Office: SHOEMAKERS FOR WOMEN New England Office: 
Henry Hotel R N. Y U S.A w a, oe 
. . ° orthampton ass. 
WwW. A. BARNEY ochester, ” ’ ELLIOTT LA MONTAGUE 
New York Office: 846 Marbridge Bldg. San Francisco Office: Plaza Hotel 
B. W. MOYLAN H. S. KUSHINS 
Cleveland Office: 1599 Union Trust Bldg. Los Angeles Office: 107 East 8th Street 
A. F. JENKS Cc. E. VanDEGRIFT 


Chicago Office: Majestic Hotel 
F. J. SATEK 


Makers of Menihan Arch-Aid Shoe. 
Write for Agency Proposition. 
Send for Catalogue for Other Styles In Stock 
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Group of guests who attended the Ault-Williamson Convention at Poland Spring, Maine 


An Outstanding Convention 


Family Spirit Developed by Ault-Williamson Shoe Co. 


HE most unusual convention 

i of the year was held by Ault- 

Williamson Shoe Co. of Au- 
burn, Maine, at the Poland Spring 
House last week. This year’s con- 
vention was rather unusual inas- 
much as the families of all repre- 
sentatives were brought on from all 
parts of the country at the firm’s 
expense and were entertained during 
the four days of the convention. 

The party entrained on the spe- 
cial train that had brought them 
from St. Louis late Monday night, 
arriving at the Poland Spring 
House, Poland Spring, Maine, early 
Tuesday morning. 

The convention was in almost con- 
stant session for an entire week. 

Richard Boothby, vice-president 
of the Ault-Williamson Shoe Co. and 
manager of the St. Louis division, 
presented the prizes to the winners 
of the sporting events on one of the 
afternoons. 

Oscar Rappeleye, Middle Western 
sales executive, won the low net 
prize for the best net score for the 
eighteen holes and he was presented 
with a Chilton fountain pen and 
pencil set for his efforts. 

Maynard Moulton, Pennsylvania 
representative, won the low gross 
prize and was also presented with a 
Chilton fountain pen and pencil set. 

The .ladies’ tournament produced 
a very interesting result. Mr. Rap- 
peleye’s family came in for honors 
again, with Miss Rappeleye the win- 
ner of a stunning Whiting & Davis 
costume bag for the first prize, and 
Miss Luft, daughter of the Minne- 
sota representative of the company, 
receiving a prize for getting the 
highest score in the putting contest, 
which also brought her the gift of 
a beautiful Whiting & Davis cos- 
tume bag. 

A big surprise was sprung at one 
of the meetings, when Mr. Whittum, 
assistant treasurer, and Clark True 


and Ralph Moulton, Eastern and 
Western sales managers respectively, 
brought in interesting looking boxes 
that aroused the curiosity of every- 
one present. Lester B. Shackford, 
senior vice-president, soon answered 
the question in every one’s mind by 
explaining that one of the boxes was 
to be presented to every lady pres- 
ent, and on opening the packages it 
was found that each contained a 
specially woven automobile blanket 
with their name woven into the bor- 
der and their initial woven in the 
four corners. 

On Wednesday, after many of the 
visitors had played eighteen holes of 
golf before breakfast, the company’s 
advertising program for the coming 
year was presented to all present in 
the Poland Spring Theater by the 
Kenyon Co. of Boston, national ad- 
vertising agency for the Ault-Wil- 
liamson Shoe Co. 

The high spot of Wednesday morn- 
ing’s conference was a talk given by 
Miss Elizabeth Ambrose, a_ style 
editor of Vogue, who predicted shoe 
fashions for the coming season and 
gave illustrations of the correct shoe 
mode. The keynote of Miss Am- 
brose’s talk was that simplicity in 
shoe styles was to be the principal 
trend during this fall and that, as 
far as color is concerned, blacks and 
browns in both dull leathers and 
patent leathers are to predominate. 


NE of the evening’s entertain- 
ments was concluded by an 
elaborate style review featuring 
some of the country’s foremost 
models from New York and Boston 
and showing eighteen of the latest 
styles in Ault-Williamson footwear. 
Special scenery and costumes had 
been prepared and the whole review 
was extremely colorful and the girls 
especially beautiful. 
The style show was presented 
through the courtesy of the John R. 


Evans Co. of Camden, N. J., tan- 
ners of “Ruby” brand kidskin, ma- 
terial from which most <Ault-Wil- 
liamson’s shoes are made. The ho- 
siery worn by the models was 
Gordon V-line. 


Mr. Shackford presided as master 
of ceremonies and Charles Ault as 
toastmaster at the final banquet. 

As an opener of the speeches, 
after the dinner, several hundreds of 
dollars in prize money was awarded 
to the winners of the sales contests 
in the Western and Eastern sales 
divisions of the company. Checks 
were presented to the men who 
topped the list. Lee Cabler, Texas 
representative, carried off first 
honors for the Western division. 
and Arthur DaRois, the newest man 
on the sales force, won the prize for 
the Eastern division. Other prize 
winners were A. L. Minshall and 
Maynard Moulton in the Eastern 
division and Henry Clos, Mr. Morse, 
Mr. Hollingsworth and Mr. Reese. 


R. DIEDESHEMIER was es- 

pecially commended by Mr. 
Ault for being the leading repre- 
sentative in total volume of sales in 
the Western division for the first 
nine months of the year, and James 
Carrol, who topped the entire sales 
force during the same period, was 
also complimented for his work. 


The outstanding speakers of the 
final evening were C. F. C. Stout, 
president of the John R. Evans Co., 
and Harold Osborne, assistant gen- 
eral manager of the United Shoe 
Machinery Corporation. At the con- 
clusion of the convention Gordon 
McDaniels paid tribute to Charles 
Ault and the factory executives in 
behalf of the salesmen and their 
families for the wonderful week’s 
program, and promised greater ser- 
vice to merchants nationally for the 
coming year. 
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Kight Retail Associations Merge 
to Act on National Problems 


Sheridan Named Secretary- 
Manager; Headquarters 
Moved to Columbus 


CoLumBus, OHIO (UTPS)—A gi- 
gantic merger of the national activities 
of eight of the leading retail organiza- 
tions of the country, which includes the 
National Shoe Retailers Association, 
was effected Sept. 7 at a meeting of the 
directors of the Retail National Coun- 
cil, held at Washington, D. C. George 
V. Sheridan, who has been executive 
director of the Ohio Council of Retail 
Merchants for the past six years was 
named secretary-manager of the coun- 
cil. Headquarters of the council will 
be moved from Indianapolis to Colum- 
bus, where they will be merged with 
the present headquarters of the Ohio 
Council of Retail Merchants at 175 
South High Street. Mr. Sheridan suc- 
ceeds Herbert P. Sheets, Indianapolis, 
secretary of the National Retail Hard- 
ware Association as secretary-man- 
ager of the National Council. 

The removal of the national offices to 
Columbus will make this city the cen- 
ter of retail organization activities 
which will extend to every city and al- 
most every village in the United States. 

The Retailers National Council is a 
federation, formed in 1923 by eight of 
the largest national retail associations. 
It represents a combined membership 
of 150,000 retail merchants who employ 
more than a million people and have 
aggregate sales of over $10,000,000,000. 

The national associations included in 
the council are the National Shoe Re- 
tailers Association, National Retail 
Dry Goods Association, National Re- 
tail .Furniture Association, National 
Association of Retail Clothiers’ and 
Furnishers, National Association of 
Retail Grocers, National Retail Hard- 
ware Association, National Association 
of Retail Druggists and the Garment 
Retailers of America. 

Directors of the National Council at 
the Washington meeting approved 
plans for the material expansion of the 
federation’s program of co-operation 
with local retail associations through- 
out the United States. This service 
will be issued from Columbus, and for 
the present will be distributed through 
the National Council’s offices in Wash- 
ington, New York, Chicago, Indianap- 
olis and Kansas City. 








Showing Sea Leopard 


NEw YorkK—Sea leopard, one of the 
newest of the novelty leathers, already 
has made its bow in footwear and 
accessories, such as hand bags, in the 
smart New York shops. Franklin 
Simon & Company, last week had an 
interesting display of this leather in 
the form of a four-eyelet oxford and 
pouch bag to match. Shoe of sea 
leopard combined with other materials 
are also carried by this shop. 


Levine and Barack to 


Open Another Store 


PittsBuRGH, Pa. (UTPS)—S. B. 
Levine and S. B. Barack of the Pari- 





sian Bootery, 520 Wood Street, an- | 


nounce the plans for a new store to be 
located in the newly built Roosevelt 
Hotel at Penn Avenue and Sixth 
Street, opposite the recently completed 
Loew’s United Artists’ Penn Theater, 
another structure which rose with the 
building wave that has swept Pitts- 
burgh in the past few months. 
Their success with the present shop, 


Retail Shoe Trade 
in Milwaukee Busy 


—_—— 


School Opening Stimulates Chil- 
dren’s Footwear Demand 


MILWAUKEE, WIs.—Local shoe retail- 
ers report a successful business in shoes 
continuing through September. Busi- 
ness compares favorably with former 
years, and buying interest in fall mer- 
chandise has been good since the middle 
of August. 

With the opening of school, stores 
experienced a greatly increased demand 
for children’s and misses’ shoes, and 
retailers report that this has formed a 
big volume during the latter part of 
August and the first weeks in Sep- 
tember. 

“Shoe business has been good since 
the first of August,” declared J. C. Mi- 
chaels, manager of the shoe department 
of the Boston Stores. “Fall business 
opened up well on the fifteenth of Au- 
gust, and since that time the demand 
for the new merchandise has been very 


| good. Men’s and children’s shoes have 


| of shoes. 


been particularly successful, although 
women’s shoes also show a good increase 
over last year. Black continues to be 
the predominating favorite in all lines 
In the men’s business the 


| proportion is now about 50-60 of black 


the proprietors declare, has made pos- | 
sible the new venture of expansion in | 


the short vamp shoe field, and in thus 
locating they will be in the very heart 
of the new theatrical and shopping 
district. _ 

The new shop is to be finished in 
artistic rough plaster in polychrome 


effect, and with massive domed ceiling, | 


black walnut paneling, and rich mod- 
eled effects in plaster to lend a pleas- 
ing architectural touch to the interior. 
A cleverly conceived plan of hidden il- 
lumination is also to be a feature of 
the place, it is said, and the composite 
shop will combine the latest and most 
modern ideas in short vamp shoe mer- 
chandising. 

The new shop will consist of two of 
the street floor stores fronting on Penn 
Avenue combined as one unit and will 
have a frontage of thirty-eight feet 
and a depth of thirty-two. The shop 
will have four outside display win- 
dows, a display window facing the 
hotel lobby, and will have two en- 
trances on Penn Avenue. 

The new store will be somewhat 
larger than the Wood Street store but 
will resemble it in the respect that no 
merchandise will be visible to the cus- 
tomer on entering the store as it will 
be shelved or stored in concealed space. 
Chairs for customers will be separate 
and all odd pieces. 





and I expect this to go to 70-25 in favor 
of black within the next twenty days. 
Children’s shoes have been moving very 
well, although the demand continues 
on the same materials and styles which 
make this practically a staple business. 

“Women’s business continues to favor 
patent leather, but we also find a de- 
mand for some kid, and also for some 
patent and suede,” Mr. Michaels con- 
tinued. There is a decided trend toward 
patent leather in the welt types and 
toward lower heels.” 

At Gimbel Brothers’ store Clarence T. 
Quinn stated that business through the 
opening of the fall season has been 
good, with cooler weather a very satis- 
factory record for the season is antici- 
pated. Children’s business has been 
very good with the buying trend dis- 
tinctly toward the darker colors. 

“In children’s shoes patent leather 
in oxford and tie effects has been in 
very great demand,” Mr. Quinn stated. 
“Tans in the heavier leather have been 
next in importance in buying. 

“Patents and the darker brown 
shades have been especially good in wo- 
men’s shoes. While patents predomi- 
nate, we have noticed a demand for 
some satins and there have been a few 
calls for suede shoes. We have also 
noted some demand for blue kid.” 
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A New Oxford Last 


The new 405 last represents our conception of a good 
oxford last. 


Plain oxfords are bought for solid comfort, conse- 
quently this new last of ours has a broad tread, broad 
shank, and broad heel. 


It is a two width combination, with a fairly wide toe, 
medium length vamp, and a nicely arched shank. 


You will like the fitting qualities and your customers 
will like the wearing qualities. 


In stock in two grades: 


Style B 1975 X—Black glazed kid whole quarter six 
eyelet oxford, 12/8 Wingfoot heel, perforated tip. In 
stock widths AAAA to EEE, sizes 2%4 to 12. Price 
$5.25. 


Style B 775 X—Same as above except made with a 
circular foxing and cut from a lighter weight upper. 
In stock widths A to EEE, sizes 3% to 10. Price $4.25. 


Both numbers are on the floor in quantities. Your 
order will be filled immediately upon receipt. 
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Cincinnati Trade 


Starts Out Well 


CINCINNATI, OnI0—Successful fall 
openings were launched by retail shoe 
stores here and the fall line has started 
moving nicely. One retailer reports 
his fall sales to date to be approxi- 
mately 50 per cent black but said that 
as the season goes along, blacks will 
move even faster. Some stores expect 
black to run as high as 75 per cent and 
expect to feature it to that extent. Pat- 
terns moving best at this time are Co- 
lonial pumps, different types of one 
straps and cut-out ties and oxfords. 
Satin is expected to move well later 
and indications point to a strong sea- 
son on plain suede and patent-suede 
combinations. Lizard and alligator 
are the best movers in the reptile fam- 
ily and those of the better grades are 
expected to be good through fall and 
winter. Cuban heels are being fea- 
tured for street wear and 15/8 to 18/8 
for dress. Black is being credited with 
60 per cent of the sales in men’s shoes. 
In tan, the darker shade leads. More 
high top shoes are moving than has 
been the case at this time of the sea- 
son in several years. The outlook for 
fall business in Cincinnati appears 
very favorable. 

The Pohn Shoe Company is enjoy- 
ing a very good amount of business on 
fall shoes, according to A. Baumer, 
manager. Patent is the leading leather, 
Mr. Baumer said, with kid second. 
Black is the dominating color and Mr. 
Baumer expects black sales to increase 
as the season goes along. Calf is mov- 
ing a little for the Pohl Company, but 
not as well as expected. Leading pat- 
terns are one straps, tongue effect ties 
and Colonial gored pumps. In the sale 
of men’s shoes, black leads with ap- 
proximately 75 per cent and the me- 
dium shades of tan draws about 15 per 
cent of sales, Mr. Baumer said. Men’s 
high tops have started moving well for 
the Pohl Company, and are expected to 
be better this winter than they have 
been for several years. 

Black has taken the lead in the color 
field earlier than was expected, G. M. 
Moreland, manager of the Stetson 
Boot Shop said. Tan is moving to a 
certain extent and brown is receiving 
quite a bit of attention, according to 
Mr. Moreland. Calls are pretty well 
divided between pumps, ties and one 
straps, Mr. Moreland said. A few com- 
binations have started moving for the 
Stetson Company and Mr. Moreland 
thinks satin will be a good mover a 
little later in the season. Black in 
men’s shoes is going much better than 
tan and Mr. Moreland expects it to 
remain in the lead indefinitely. 





Silverman in Celebration 


East GREENWICH, R. I.—Herman 
Silverman’s Walk-Over Shoe Store 
here was decorated in the civic colors 
of blue and gold during the 250th an- 
niversary of this town, which was cele- 
brated recently. The windows of this 
store were among the most attractive 
of those carrying special decorations. 
The town was fairly jammed with 
tourists over Labor Day; there was a 
parade and a a joll fication. The 

- is 


Florsheim Store Moved 


MEMPHIS, TENN. (UTPS)—The 
Florsheim Shoe Company has moved 
its local store from 85 South Main 
Street to 91 South Main Street, with- 
out any interruption of business. A 
removal sale aided materially in reduc- 
ing the stock prior to the change to the 
new quarters. 


Herbert Fried Chain 
Opens Washington Store 


WASHINGTON, D. C. (UTPS)—The 
Herbert Fried chain shoe stores have 
opened a new shop in Washington. 
For the past year, this organization 
has maintained a shoe department in 
Russell’s Department Store, but in- 
creasing business has proved the feasi- 
bility of operating a separate estab- 
lishment. Three months ago, John 
Salsbury, formerly assistant manager 
of the Fried store in Richmond, was 
transferred to Washington in the ca- 
pacity of manager. 

Known to the Washington consumer 
as Herbert’s, this new store has grown 
perceptibly in the short space of time 
it has been in existence. Two clerks 
are in attendance throughout the week, 
with an assistant on Friday and Sat- 
urday, as well as a hosiery girl who 
works only on Saturday. Meeting the 
demand for popular-priced shoes, Her- 
onan offer shoes at $4.40, $5.50 and 





Wildfeuers Open Unit 
on Fifth Avenue 


New York—Wildfeuer Bros., oper- 
ating a number of retail shoe shops 
in this city under that name have in- 
vaded Fifth Avenue with a high grade 
store under the name of Modernmode. 
The new store, at 435 Fifth Avenue, 
is tastefully decorated in the Spanish 
Renaissance style, with a_ typical 
Spanish style entrance. The interior 
decorating was the work of the Zalud 
Company. 

In addition to high grade shoes for 
women, the store carries a complete 
line of hosiery and hand bags. Shoe 
prices range from $10 to $15. 





To Open Shoe Dept. 


CoLuMBUs, OHIO (UTPS)—The an- 
nouncement is made by the C. C. 
Winans Co. of Columbus, a woman’s 
ready-to-wear and specialty shop on 
East Broad Street, that a woman’s 
shoe department would be opened Oct. 
1. The department will cater to the 
exclusive trade and will handle shoes 
selling from $10 up. The C. C. Winans 
Co., recently occupied a new store 
building which has been fitted up in 
a most modern and artistic manner. 





Poe Buys J. & R. Bootery 


LEBANON, OHIO (UTPS)—Joseph 
Poe, who has had about a dozen years’ 
experience in the retail shoe trade at 
Youngstown, has purchased the busi- 
ness of the d. & R. Bootery of Lebanon, 
Ohio, and will operate it under the 





shoe business reported as espe- 
cially good. ’ 


name of the Poe’s Bootery. 


Lynn Merchants Organize 
to Help Men’s Campaign 


BostoN—Following a meeting at 
which Donald W. Bolt, chairman of 
the Ways and Means Committee of 
the National Shoe Retailers’ Associa- 
tion, explained the national advertising 
campaign to double the men’s shoe 
business, retail shoe merchants in the 
city of Lynn organized a club in order 
that they may effectively carry out the 
program outlined in the campaign. It 
is the intention of the merchants to 
hold frequent meetings in order that 
interest may not lag among themselves 
and so that they may be better qualified 
to pass along to the consumer of men’s 
shoes the reasons why more shoes are 
necessary and desirable. 

The Denver News has recently pub- 
lished a four-column cartoon showing 
a flapper with magnifying glass mak- 
ing a minute examination of men’s 
shoes, which is good propaganda in be- 
half of the effort to awaken shoe con- 
sciousness in men. 

Chairman Bolt of the Ways and 
Means Committee addressed the Brock- 
ton Kiwanis Club at its noonday lunch- 
eon Tuesday, Sept. 6, receiving an 
enthusiastic reception. 

W. Bishop, who has been ap- 
pointed field supervisor in the South- 
west, was a speaker before the Nash- 
ville Retail Merchants’ Association in 
Nashville, Tenn., this week. 





Flax Opens Fourth Store 


BALTIMORE, Mp. (UTPS)—An inter- 
esting addition to the retail shoe busi- 
ness of Baltimore is being made by 
Edwin Flax trading as the Factory 
Outlet Shoe Stores in the opening of 
another branch which will make four 
shoe stores in the chain he is operat- 
ing in Baltimore. The addition will be 
at an early date following the comple- 
tion of remodeling and other necessary 
improvements to the building at 304 
West Baltimore Street, where it will 
be located. The other three stores are 
at 1217 West Baltimore Street, 21 East 
Baltimore Street and 510 East Balti- 
more Street. 

At all of the stores hosiery depart- 
ments or sections are being maintained 
with the main store carrying hosiery 
for men, women and children and the 
other stores only for men and boys. 
The same program will be carried out 
in the stores to be opened at a later 
date. 





Addis Opens Shoe Dept. 


Syracusg, N. Y. (UTPS)—The W. I. 
Addis Company, a high grade women’s 
apparel shop, opened their new shoe 
section informally Sept. 8, under the 
management of T. J. Reed. Only 
women’s shoes from $10.00 to $25.00 
will be carried. The Cousins line, in- 
cluding the “Modease” will be featured. 
The department is very rich in its set- 
tings, as all the lamps, fitting stools 
and settles were made expressly for 
this particular store. A private fitting 
room, where the exclusive trade may 
be served, is a new feature in Syracuse 
shoe stores. Mr. Reed was formerly 
with the Ruby and Fyfe stores of De- 
troit. 
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Mr. Retail Merchant: 


Dickory Dock Shoes in your 
stock méans satisfied customers 
and ready profits—for you. 


TRUITT BROS., Inc. 
Binghamton, N. Y. 











No. 2092 


diene - Alluring Designs 


per, with Skinner’s Satin Lining. 


— — aes Ostrich Plume Never were beauty and comfort more invitingly combined than 
Sn Siceeiee Iter ent in the new Cosy Toes line we are now presenting. It includes 
a aac ania ais ier eats $3.65 a wide variety of cushion and turn sole slippers in leather, satin 
No. 2098—Apricot Lining and and felt. Our latest complete, illustrated catalog shows these 
TN. niavcesuditensevtanes 3.65 many styles in quality and popular priced numbers for the whole 


Sn steal fur teneaiiane tment family. Write for this new catalog! 


Robertson Shoe Co., 1625 E. Hennepin Ave., Minneapolis, Minn. 
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BrooKs TOE SLIPPERS: 


' Colored or Black Kid 


Greeley Boudoirs are nice, made of high 
grade colored or black kid. Good, com- 
fortable house slippers with leather or 
rubber heels. Carried in-stock for you, 
if your jobber has not 
got them. Write or wire 
us. 


TOE SLIPPERS 
BOX TOES 
618 BLACK KID 
Women’s 2% to8 $2.80 
Child’s 6 to 11 


No. 608 
PINK SATIN 
Women’s 2% to 8 $3.40 


Misses’ 11% to2 3.35 
Child’s 6 to 11 , 





Deliveries At Once 







A. W. GREELEY 





12 Duncan Street - - - Haverhill, Mace. — = . 
% QOKS SHOE MF el C ae. 
yd ¥- 55 No. 6% Street Philadelph: a. Pa 
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dominates today’s style picture 
—a fact that needs no explain- 
ing to those shoemen who 









serve gentlewomen. 


The extreme richness and quiet ele- 
gance which the finest black kid affords 


in smartly designed footwear naturally 










accounts for the constant vogue of 


BLACK GLACE KID. 


This vogue is expressed in the height of 
effectiveness when SURPASS KID is 
the leather chosen. 


SURPASS LEATHER CO. 
NORTH PHILADELPHIA 














SURPASS BLACK KID 
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More popular than ever—beautiful, glistening 
rhinestone buckles . . . in a wide range of de- 
signs, from $3.00 per dozen to $18 per pair. 


Always a most complete line of rhinestone 
heels, buckles, clasps and ornaments IN- 


STOCK. 


DEAUVILLE IMPORT CORP 


IMPORTERS OF 


Spee SPECIALTIES 
45 West 34th Street 


NewYork 


Sole Distributors of “HOLFAST” Buckle Holders 

















Certain Facts 


are still unknown about New York. 
For instance, many travelers think 
that a trip to New York means big 
expenses. They, of course, have 
never enjoyed a visit to the popular 
Hotel Martinique where 


Economy 


is part of the perfect service, com- 
fortable accommodation and splen- 
did food afforded by this modern 
hotel. And as for 


Convenience 


The Martinique is located in the 
very heart of the city—“a few min- 
utes from everywhere.” On your 
next New York visit, let us prove 
to you that you can enjoy “the best 
without extravagance” at the Mar- 
tinique. 


HOTEL MARTINIQUE 
Affiliated with Hotel McAlpin 
BROADWAY, 32nd to 33rd STREETS 
NEW YORK CITY 














Cannot catch 
the hosiery with 





Ts Sten ae 
‘“HUBTIP”’ 


“No Metal Tip” Shoe Laces 


Strong—Serviceable—Good 
Looking and Good Wearing 


“Hubtips” from “Tip to Tip” are made 
of high grade braid. To Tin Tags to 
catch fingers—hosiery or pull off. 
Laces are kept clean and neat in find- 
ings case. Each pair “Hubtips” come 
in individual carton, 72 cartons in gross 
cabinet, Tan, Brown and Black. 


READY SELLER FOR QUALIT Y— 


‘““HUBTIPS” 


Manufacturers 
FRANK W. WHITCHER CO., BOSTON, MASS. 


























Improved, 
Recorder Selling Messag 


WITH YOUR ORDER 


4 beautiful gold or silver two-tone polychrome easels 
with your store initials hand embossed. 


EACH MONTH FOR A YEAR 


8 handsome hand designed and strikingly decorated 
cards, each with a real up-to-the-minute selling message. 


600 PRICE TICKETS 
100 sent every sixty days to harmonize with cards. 


ORDER NOW 


Recorder Show Card Department 
189 W. Madison St. Chicago, Illinois 
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“Apmmnouncin 


Seven styles in stock 


ST 


M. A. PACKARD COMPANY 


BROCKTON, MASS. 


Makers of 
The 


?P 
SHOE 


By arrangement with the Menihan Shoe Thousands of shoe merchants already ac- 
Company of Rochester, N. Y., we have quainted with the sales possibilities and 
secured the right to manufacture a men’s the extensive advertising of the women’s 
line by the famous Arch-Aid process. Arch-Aid shoes will find in this compan- 
This new line will be known as “Arch-Aid ion men’s line a greater opportunity for 
for Men.” profits. 


A complete list of “Arch-Aid for Men” styles 
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WHERE TO BUY Shoe Market News 


M en’s Shoes in the Boot and Shoe Recorder 
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Another Jump 
In Shoe Prices 
























Ss 8 re : 
(P) a riczaaoce mae Now Predicted 
NETTLETON Milwaukee Manufacturers Be- 
Shoes of Worth lieve That It Must 
A. E. NETTLETON CO. Come Soon 
B. W. COOK, President 
Syracuse, N. Y., U. 5. A. MILWAUKEE — Shoe manufacturers 
MEN’S FINE SHOES EXCLUSIVELY here report strong action with sizable 





orders wanted for immediate delivery. 
The a ne — ahead 
of last year by a considerable margin, 
Stacy Adams Co and buying conditions are characterized 
Manufacturers of as much bettex than they have been. 
A further increase in prices was in- 
MEN’S FINE dicated in the reports of some prominent 
shoé manufacturers. William A. Ed- 
monds of the Edmonds Shoe Co. states 
that although he believes that this is a 
bad time to raise the price of shoes 
when everything else seems to be de- 
creasing in price, he expects an ad- 
vance in shoe prices generally after the 
first of October. Practically all fac- 
tories have advanced their prices al- 
ready, Mr. Edmonds points out, and 
according to the outlook at present 
* there will soon be another increase. 
Richards & Brennan Co., Randolph, Mass. This opinion was also expressed by 
‘Robert J. Dempsey of the Weyenberg 
a Shoe Manufacturing Co., who stated 
wooooooorrs | that the increased cost of sole leather 
will undoubtedly make it necessary to 


» 3 advance prices on shoes from ten to fif- 
F teen cents per pair. Business is very 
Shoes for en good, Mr. Dempsey points out, and the 


COMMONW THER Weyenberg company finds September 
eure Sues & Lax o the largest month in shipments for 


WHITMAN, BASS. seven years. The style demand is a 
little more conservative, Mr. Dempsey 


says, and there is active buying in 
blacks and dark tans. 
11 Saath Sioa Fred W. Callies, of the Rich Shoe 
Co., reports that buying continues ac- 
tive, and that the entire situation now 
(one @ reeset is much better than last year. Al- 
F 












































































though there is an increase in — 
for immediate delivery, no new color 
M2) Sho Brockton, Mass or styling demand is noted. 

At the Kozv Komfort Shoe Manufac- 
turing Co., Gilbert B. Mueller stated 
that business now is going along nicely, 
and that production and sales are about 
25 per cent ahead of last year. There 
is a very strong demand for sheepskin 
for fall and for holiday selling. Colored 
kid slippers are also going well, al- 
though the action in sheepskin is the 
newest development which has_ been 
noted. 


HENRY LILLY CO. New Ground Gripper Store 


110 Duane Se. New York GREEN Bay, W1s.—The Ground Grip- 
AUCTION TRADE SALES of Se store a pag er ge a: = 
alnut Street here by Fran . Cook. 
SHOES and RUBBERS Fhe ae ~~ Xena -ne line « 
very Wednesday Friday ress models, corrective designs, an 
: be = patterns for men. 
















































Tanners Want Duty on 
Imported Calfskins 


NEw YorK CitTy—The following 
statement has been issued by the Calf 
Tanners’ Association of this city: 

“The French tanners who are ex- 
porting substantial amounts of leather 
to the United States, have recently suc- 
ceeded in having the French Govern- 
ment place an import duty of 26 to 
42 per cent of the value against Amer- 
ican leathers coming into France. 

“The French leathers come into the 
United States duty free. 

“This action on the part of the 
French tanners provides a_ splendid 
argument for the American tanners 
who are asking for.a duty against im- 
ported leathers, because it is manifest- 
ly unfair to ship French leather into 
the United States, duty free, produced 
by labor, at very much lower wages 
than American tannery labor, and they 
provide a tariff wall against our 
leathers. 

“The condition is very much similar 
to the Canadian situation ‘where the 
Canadian tanners have succeeded in 
having a duty placed against Ameri- 
can leathers and are enabled to ship 
their own product into this country in 
competition with us, duty free. 

“They too have a lower labor cost 
than the American tanners, of from 
15 to 20 per cent. 

“The American Calf Tanners Associ- 
ation believes that these duties placed 
against the American leathers will be 
of great assistance to them in their 
own tariff cause.” 


Krippendorf-Dittmann’s 
Shipments Gain 


CINCINNATI, OHIO—“Shipments from 
the Cincinnati factory of the Krippen- 
dorf- Dittmann Company during July 
and August,” says a statement issued 
by Vice-President, Frank X. O’Brien, 
“showed very handsome gains over the 
same months of a year ago. The 
amount of shoes we have in process for 
September delivery gives every indica- 
tion that we will have a very nice gain 
this month also. Tremendous strides 
= being inade in the Arch-O-Pedic 
ine. 


Workers Dine Lapidus 


BROOKLYN, N. Y.—Several hundred 
members of the Kurz & Lapidus Em- 
ployees’ Association, tendered a bon 
voyage banquet to Henry B. Lapidus, 
Friday night, Sept. 16, at the Hotel 
Bossert, Brooklyn. Mr. Lapidus is 
sailing on a combined business and 
pleasure trip to Europe. In addition 
to the banquet, there was a large pro- 
gram of entertainment by professional! 





talent. 
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Group Insurance 
Program Expansion 


Pontiac, ILL.—Expansion of the 
group insurance program adopted 
some time ago by the A. M. Legg Shoe 
Company has resulted in the purchase 
of group health and non-occupational 
accident insurance from the Metropoli- 
tan Life Insurance Company. Under 
the terms of the contract, premiums 
will be paid jointly by the employer 
and employees. Sick and accident bene- 
fits range from $10 to $15 weekly, ac- 
cording to the sex of the employee. 
Subject to the conditions of the policy, 
these payments will continue in each 
case of disability for a maximum of 
thirteen- consecutive weeks. Featured 
in the general group plan is a visiting 
nurse service and a health advisory 
bureau, the latter regularly distribut- 
ing pamphlets on life extension and 
hygiene. Both of these services are 
placed at the disposal of insured em- 
ployees by the insurance company. 


Four New Chain Shops 
Opened in New York 


New YorkK—The growth of chain 
shoe stores in New York City continues 
unabated. Four new stores have been 
opened here recently by chain organ- 
izations. 

The newest of the Stetson shops, the 
fourth in this district and the ninth 
in the country, has been thrown open 
at 15 West 42nd Street in the new 
Salmon Tower Building. This store 
carries shoes for both men and women. 
It is artistically decorated in comfort- 
able fashion. Frank J. Zerve is the 
manager. 

The Forsythe chain has opened at 
61 West 42nd Street, with a line of 
women’s shoes at $5. This is the tenth 
Forsythe store and replaces the store 

at 116 East 14th Street, recently given 
up. The new shop is under the man- 
agement of I. Shapiro. 

The Miles chain has opened its twen- 
tieth store at 6 East 14th Street, carry- 
ing women’s, children’s and men’s shoes 
at $2.95, $3.95 and $4.95. Murray 
Solomons is the manager. 

After closing the 181st Street store 
recently, the Walk-Over organization 
has opened a new store at 1432 Broad- 
way, under the managership of H. 
Auty, who formerly managed the 181st 
Street establishment. It is planned to 





| 





reopen the 181ist Street shop in the 


near future, it is stated. 


Rob Shoe Stores 


MINNEAPOLIS, MINN. 
Daylight bandits made life lively for 
shoe merchants as preliminary to Min- 
nesota State Fair week. L. Cun- 
ningham, manager of the Dr. Reed 
Cushion Shoe Co. store at 916 Nicollet 
Avenue, late Saturday was relieved of 
$70. Another or perhaps the same 
man took $85 from Jerome Labovitz, 
clerk in the Economy Shoe store at 32 
Fifth Street S. Two men compelled 
C. R. Hentschel, manager of the Tom 
McAn Shoe store at 46 Sixth Street S 
to reopen the door, and they took $90. 


(UTPS)— | 





Declare Stock Dividend 


ASHTABULA, OHIO (UTPS)—Papers 
have been filed with the secretary of 
state permitting the declaration of a 
stock dividend ie the Ashtabula Hide 
& Leather Co., which was authorized 
by the board of directors on July 25. 
The stock dividend consists of 50,000 
shares of preferred stock and $500,000 
has been added to the stated capital 
to take care of the dividend. The com- 
pany now has 2500 shares of common 
and 5000 shares of preferred stock. 
J. W. McKay is secretary of the cor- 
poration. 


Exhibit Shoes at 


Minnesota State Fair 


MINNEAPOLIS, MINN. (UTPS)— 
Three shoe houses were entrants at 
the Northwest Dairy Show and Min- 
nesota State Fair, Sept. 3-10, in the 
industrial building. Exhibits at this 
fair reach several thousand people an- 
nually. The Shaft-Pierce Shoe Co. of 
Faribault had a booth in charge of the 
style man, B. E. Trainor. The Acrobat 
shoe was shown in various stages of 
construction to the finished article. 

The Goodrich Rubber Co., Minnea- 
polis branch, had a booth with ex- 
hibits covering the line. 

An introduction was made in an- 
other booth of the Bronson Steel Arche 
Shoe Co. products, 711 West Lake 
Street, in charge of F. C. Barrell. 

An exhibit of the town of Faribault, 
in which the Shaft-Pierce Co. also par- 
ticipated, included a shoe five feet deep 
and 10 feet long, said to be the largest 
shoe in the world. 


N. E. Golf Tournament 


BosTON, 
registration 
and 


indicates that the Shoe 


day, Sept. 20, will be an unqualified 
success. The tournament, held under 
the auspices of the New England Shoe 
and Leather Association, has become 
an annual feature and is open to men 
in the shoe, leather and allied indus- 
tries. 

The various committee members con- 
ducting the tournament are: Golf Com- 
mittee—K. Mosser, G. Pitcher, M. Tew- 
~*~ A. J. Sweet. Executive Committee 

Bryan, Jr., A. D. Knight, W. 
H. ee Hospitality Committee— 
Fred Thayer, W. J. Fallon, J. F. Mur- 
phy. Publicity Committee—Harry F. 
Malloy, J. L. Crowley, A. C. Daven- 
port, C. H. Furber. 


New Golden Rule Store 


LYNN, MAss.—Daly’s Golden Rule 
factories are starting a chain of retail 
stores in New England, and the first, 
which is to be in Lynn, will be opened 
about Nov. 1. A lease has been signed 
for a store at 292 Union Street, Lynn, 
the lease being for a period of fifteen 
years and at a total rental of $120,000. 
This store is now being remodeled, It 
is in the theater district. 


WHERE TO BUY 
Men’s Shoes 





Bion F- REYNOLDS Commu 
BROCKTON MASS 


STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot Be Stetson 
‘to Bo Snappy” 
THE STETSON SHOE CO., Ine. 
South Weymouth, Mass. 














Mass.—A large advance | 


Leather Golf Tournament to be | 
held at the Wollaston Golf Club, Tues- | 





CZele 


50 STYLES IN STOCK 
Ready for Delivery on the Det 


EMERSON SHOE MFG. 00. 
Roekland, Mass. 











WHERE TO BUY, 
Standard Shoe Materials 


est Virginia 


Fibre Board 


Not a substitute for—but an improvement 
.. ordinary leather. 
p Products Department 
WestVirginia Pulp& PaperCompany 
troit NewYork Chicago a 








The One 
Waterproof 
Leather Thet 
Takes and Re 
tains a Polish 
a co. 
Tanneries at Canversport, 95 South St., Boston. Mass. 














Strong and Flexible 
Counter Board 


BR Made from 
j Long Fiber 
~ by 


The Sterling yiber Board Ce. 
Sales Office, 501 Fifth Avenue, 
New York 
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WHERE TO BUY 
Ballet Slippers 








‘ BALLETS 
$1.15 Wos. $1.10 Miss and Child’s 
Hard Toe $2.25 Wes. $2.20 Miss and Child's 
White-Pink Kid. Pink-Black Satin 25¢. extra 
TURN BOUDOIRS 
Biack Kid $1.00 Quilted Satin $1.20 
Kid Boudoirs RIGHT -LEFT LASTS $1.10 and $1.20 


The VOGUE SLIPPER CO., Haverhill, Mass. 























LYONS AND COMPANY 
Heed Tere BALLETS 


i ie 
IN STOCK 
Bend for Samples 


123-124 Duane St. 
New York, N. Y. 

































WHERE TO BUY 


Store Fixtures 


18 Os DIOR’ 
RES 


GOopD 


FIX Tl 


Babin Leaves for Coast 


BROOKLYN, N. Y.—H. Babin, presi- 
dent of the Artistic Shoe Company, left 
on Sunday, Sept. 11, for a four weeks’ 
sales trip which will take him to the 
Pacific Coast. On the way out he 
will make stopovers at the important 
cities where he will show an entire new 
line which has been prepared especially 
for this trip. Mr. Babin feels that his 
customers will be very much impressed 
with these new offerings which repre- 
sent the most adanced styles for the 
fall season. Due largely to the efforts 
of the new designer, the Artistic line 
has shown much improvement. 


Riley Shoe Co. Puts 
Out New Sample Line 


CoLumMBUs, OHIO (UTPS) — The 
Riley Shoe Manufacturing Co., operat- 
ing a large factory at 326 South Front 
St., late this week sent out new sam- 
ples to its traveling sales force for 
the coming season. The company held 
no sales conference, as none of the 
travelers were in, but W. S. Kennedy, 
general manager, has communicated 
the principal features of the new line 
to the salesmen. 

The samples were principally in the 
new line of Arch Relief shoes, for 
women. This line was recently put on 
the market and is meeting with excel- 
lent reception. The leathers used are 
patent, suede and kid, the latter in both 
brown and colored. The vamps are still 
medium short and the toes are slightly 
narrower. 

In the staple line of shoes the new 
models comprise cut-out oxfords, straps 
and step ins in patent, colored kid and 
calf. Reptile trimmings are used in 
quite a few of the models. 








Big Increase Reported 


by Brown Shoe Company 


St. Lours—John A. Bush, president 
of the Brown Shoe Co., reports a most 
excellent increase in their business dur- 
ing the current season. Their plants, 
he says, are running on the largest 
volume ever produced, more than 
55,000 pairs per day. Shipments to 
customers for the month of August 
total over $4,000,000, making the 
second consecutive monthly gain of 
over $500,000. 

“This large increase in volume,” said 
Mr. Bush, “the company’s own tanning 
operations and its foresight in averag- 
ing its leather purchases has enabled 
it to so economically produce shoes, 
that even in the face of an advance in 
hides of 50 per cent or more, prices on 
finished shoes have not been advanced 
to exceed 5 to 6 per cent. 

“The company reports excellent col- 

lections, smallest borrowings in _ its 
history, and advices from its more than 
350 salesmen indicate, with few excep- 
tions, a very satisfactory condition in 
the agricultural and industrial com- 
munities, with prospects for fall busi- 
ness exceedingly good. 
“During the past year or two the 
company has had to enlarge several of 
its plants, in addition to building new 
factories—Union City, Tenn.; Salem, 
Ill.. and Vincennes, Ind., and a new 
addition is now being built at Moberly, 
Mo. 











Haverhill Factories Busy 
Making Plainer Types 


HAVERHILL—With Labor Day week 
cfficially opening the fall season in the 
shoe industry, the local shoe and allied 
establishments were revealed unusually 
active for so early in the season. Sum- 
mer goods are hardly out of the plants 
and fall orders have accrued in suffi- 
cient volume to establish production at 
better than 80 per cent of capacity. 
Local shoe unions report less than 10 
per cent of their members now un- 
employed despite the fact that the in- 
dustry has suffered several business 
losses during the past year. 

The most pronounced improvement 
in business is noted in the tern shoe 
division of the industry. Since early 
summer the turn shoe has been coming 
into increasing favor and seems certain 
to soon regain its lofty position of a 
few years ago. The new turn industry 
also seems destined to greater perma- 
nence. The plants devoted to the mak- 
ing of women’s turn shoes at present 
almost without exception are on full- 
time schedule. Some delays caused by 
delay in receipt of patterms or beaded 
upper are being encountered, but these 
delays are slight. 

The McKay division of the industry 
also shows satisfactory volume with 
medium and high grade lines moving 
smartly. A demand tor cheap McKays 
still exists, but rising leather markets 
and high labor costs make the lot of the 
cheap McKay producer now a hard one. 

Reversion to plainer types of shoes 
is proving a great aid to production, 
relieving many production hazards. 
Novelty patterns have not witnessed 
exclusion, but the general run of fall 
and winter footwear is to the plainer 
types, away from the tawdry creations 
of the recent seasons. 

Important expansions have been re- 
ported during recent weeks in the local 
industry and several firms which re- 
moved earlier in the year are reported 
desirous of relocating here. The local 
labor supply seems to be the biggest 
asset the local industry enjoys to lure 
back business firms to the fold. Firms 
have not been generally successful in 
having their help follow them to other 
points, except for limited periods dur- 
ing slack periods in the local trade. 

Strap patterns represent the major 
portion of the fall and winter output of 
women’s shoes. Straps, mainly one- 
straps in patent, satin, combinations of 
patent and suede, and a few colored 
kids and limited velvets constitute more 
than 50 per cent of local production. 
Plain pumps, step-ins, D’Orsays and 
pattern make up the remaining styles. 
Black patent, black satin, suede and 
velvet constitute the leading materials. 
Browns in the new shades of tan; some 
silver cloth slippers, and genuine alli- 
gator and lizard numbers conclude the 
array. 


South with Munroe Shoe 


AUBURN, Ms.—Arthur A. South, 
who was for many years manager of 
the factory of Brophy Bros. Shoe Co. 
of Lynn and of Boston, is now con- 
nected with the Munroe Shoe Co. of 
Auburn, Me. 
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Some New Patterns Are 
Being Tested in Lynn 


LYN N—Seven-button oxfords ap- 
peared in Lynn samples last week. It 
is a lorfg time since a style like this has 
been seen. The front is high, and the 
quarter is regular, but has a collar, 
which may be stitched down or left 
free, so it can be turned up in rough 
weather, as the buyer may desire. One 
model of this style is made of Russia 
ealf for vamp and quarter and tan 
lizard for the button fly front and sad- 
dle and collar trim. 

Volume business, however, continues 
chiefi , on pump and oxford effects. Co- 
lonials, with the biggest tongues and 
buckles ever, is the leading number 
with one firm. Several concerns are 
making bootees, with lattice fronts that 
rise above the ankle bone. One firm, 
near Lynn, is making Wellington boots, 
which are lower than a year ago. 

Quite a number of Lynn firms refuse 
to consider anything but pattern of low 
shoes, saying that many of the bobbed 
headed generation never has worn a 
pair of boots. 

More than 70 per cent of Lynn’s 
shoes continue black in color, and 50 
per cent of the shoes are of patent 
leather. A tanner, producing suede in 
record-breaking quantity for him, is 
predicting that suede will run through 
the winter. Yale blue is added to the 
list of colors, and there is a bit more 
interest in blue footwear than was ex- 
pected this fall. Bronze in grain and 
patent finishes is discussed, and golden 
brown satin is mentioned. Gunmetal 
patent is in larger use for dress shoes, 
and graphite patent is new. 

New lasts continue to show lower 
heels, and some heels on welts of the 
walking style are down to 6/8, and are 
of leather. As heels drop down, the 
heel seat is widened, and foreparts are 
lengthened, for the foot changes its 
shape as its heel is lowered in the shoe. 





George F. Dow Dead 


Boston—George F. Dow, manager 
of the inquiry and Research Bureau of 
the Shoe & Leather Reporter, passed 
away at the Melrose Hospital, Melrose, 
Mass., Monday, Sept. 5, at the age of 
63, following an illness of about three 
weeks’ duration. 

Mr. Dow was recognized in various 
parts of the country as an authority 
on technical shoe and leather questions 
and became associated with the Cutler 
Publications, trade paper publishers 
of Boston, about the year 1910. 

Few men in the shoe and leather 
industry had as many genuine friends 
as George Dow, who. through his genial 
personality, loving disposition and big 
heartedness made friends easily and 
held them steadfastly. 

He is survived by a widow, Mary A. 
Dow; two sons, William and Frank E. 
of Melrose, Mass.; a brother, Herman 
Dow of Haverhill. Mass., and a sister, 
Mrs. H. F. Littlefield of Melrose. 





Belhumeur With Forman 


Rocuester, N. Y. (UTPS)—E. B. 
Belhumeur, formerly buyer at Bloom- 
ingdale’s and Oppenheim Collins, New 
York, is now manager of the shoe de- 
partment of B. Forman Company. 








Drew Holds Conference 


PorTSMOUTH, OHIO (UTPS) — The 
Irving Drew ‘Shoe Co., operating a 
large factory in Portsmouth, held its 
semi-annual sales conference at the 
company’s offices the week ending Sept. 
8. The factory is located on Eleventh 
Street. The entire sales force was 
called in to participate in the confer- 
ence and to become conversant with the 
new models. The conference was ad- 
dressed by representatives of the 
Sweeney & James Advertising Aone 
and the Curtiss Publishing Co, Offi- 
cials of the company are looking for- 
ward to a good trade for Fall. 





Record Business Enjoyed 
by Cincinnati Factories 


CINCINNATI—August business with 
shoe manufacturers here was the best 
they have enjoyed for several years. 
One large manufacturer reports a 30 
per cent increase over August of last 
year while another said that the vol- 
ume of orders received by his company 
for early fall was the largest in the 
history of the firm. Salesmen have re- 
turned to territories with new samples 
for late fall and early winter. 
facturers expect styles to remain pret- 
ty much the same as those of early fall 
and prominent among late samples are 
Colonial gored pumps and different 
types of one-straps and ties. Black is 
expected to dominate with patent as the 
leading leather, followed by calk and 
kid. Orders are coming in in volume 
in satin. Plain suede and suede patent 
combinations are among most manu- 
facturers’ new samples and are ex- 
pected to be met with favor. Lizard 
and alligator are receiving quite a bit 
of attention and are expected to be 
very popular, especially in the better 
grades. Heels are practically the same 
as those for the earlier part of the sea- 
son, Cuban for street wear and 15/8 to 
18/8 for dress. 


Manu- | 


A. S. Mann, president of the Mann- | 
Longini Shoe Co., said that business | 


with them has been very good for the 
past six weeks and expects it to con- 
tinue good through fall and winter. 
According to Mr. Mann, black will be 
the dominating color for the late fall 
and early winter seasons. with patent 
leading and followed clusely by calf and 
kid. The brown family will be good, 
Mr. Mann says, and suede will he good 
in brown and black. New samples sent 
out by the Mann-Longini company 
shortly after Labor Day included step- 
in pumps and one-straps which were 
featured very prominently. Patterns 
have made no noticeable changes over 
those of the early part of the season. 
The Mann-Longini company has recent- 
ly opened new sample rooms and offices 
in Atlanta and Birmingham. 





Lucius J. Barnet Retires 


Boston—Lucius J. Barnet. after 
rounding out thirty successful years in 
the leather industry, is retiring Oct. 1 
from the firm of J. S. Barnet & Sons, 
Inc.. the Lynn calf tanners. 

Mr. Barnet takes with him the well 
wishes of his associates and of the 
host of friends he can count in the shoe 
and leather industries throughout the 
country. 











WHERE TO BUY 


Heel Protectors 








A PROFIT MAKER 
to retail at 


$1.00 pr. 


in 3 pat- 
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; PRI $7 DOZEN 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


REGISTE REO 

















75 Front St. 


mote 








PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 622, 1328 B’way 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 

$27.00 per doz. and Up 





COatelog 
sent on 
request 











Men’s All Leather House Slippers 
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WHERE TO BUY 


Women’s Novelties 





$3.50, $4 & $5 ‘Sellers 























a aaraeer’ o 8 days. 
Patent Leather $ 4s /llustrated 
Eepress 

Bepress Kaftor Kid 






Black Satin pe > ee 
Black Velvet Square buckles 


Spike & Oud. Sheep 
French Corded—Flez. McKay 
3-8. No orders for less than 
12 pre. ™ style. 


Shoe Co., Inc. 213 Coon, St 





“As 
Advertised’ 


Aronson Bros. 

















WHERE TO BUY 


Miscellaneous 








STUDY CHIROPODY 








WLLINOIS COLLEGE OF CHIROPOD 
1827 N. Clark Street, Chicage 








WHERE TO BUY 
Children’s Shoes 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F.S. ELAM SHOE Co. 


OCHESTER, N. Y. 
Boston Office: Statler Bldg., Room 532 














Brockton Production Is 
Still at High Level 


BrockTon — Production has_ kept 
along the same steady level maintained 
throughout late July and August dur- 
ing the early weeks of September, proof 
of this fact being reflected in the main- 
tenance of the shoe shipment figures at 
ia total of well over 10,000 cases weekly 
for nearly two months. Every factory 
is busy and nearly all of them are work- 
ing on full time schedules. 

August shipments totaled 52,232 





Hopping Off at the Age of 101 





Boston, Mass.—‘Grandma” Alma- 
tia Bennett, of Chicopee Falls, Mass., 
recently disrupted the orderly routine 
of the advertising department of the 
Beck-Hazzard Shoe Company by taking 
the place of a few cases of shoes and 
hopping from Boston to Old Orchard, 
Me., in the well known Beck-Hazzard 
plane. With her, in addition to the 
pilot, Capt. Harry M. Jones, were 
Charles W. Bradley, aged ninety-nine, 
of Rochester, N. H., and Mrs. Bennett’s 
physician, Dr. Lester L. Powell of 
Portland, Me. This was on Sept. 9, on 
which day, also, Mrs. Bennett cele- 
brated her one hundred and _ first 
birthday. Mrs. Bennett first busted 








into this business of flying when, at the 
youthful age of ninety-six, she came 
to Portland and was given a ride by 
Capt. Jones. At that time she was 
promised another when she was 100. 
She got it, but stipulated that when she 
was 101 she get a “real ride.” So, on 
Sept. 8, she and Mr. Bradley came to 
Boston as the guests of R. P. Hazzard, 
well known Gardiner shoe manufac- 
turer. They were given a dinner and 
spent the night at the new Hotel Stat- 
ler. The next day they hopped off. 
Plans for her one hundred and second 
birthday trip are under advisement. 
When she is 105, Capt. Jones plans to 
take her for a flight to California. 








cases as compared with the same month 
last year, although the total in 1926 is 
figured on a four-week rather than a 
five-week basis since shipments are re- 
capitulated by Saturdays, the closing 
period of shipping. This year there 
were five shipping weeks. The first 
week in September saw shipments of 
more than 11,000 cases, and the second 
week was practically the same. 

Pre-views of some of the new fall 
creations which will be shown at the 
Brockton fair shoe style show indicate 
a very strong black season of very con- 
servative lines. The popular last is 2 
semi-broad custom toe with a medium 
heel. The calf, gun metal and patent 
shoes are almost severe in their plain- 
ness, but shoes being made in the heav- 
ier Russian leathers and tans have 
more of a tendency to sportiness. The 
sportier the shoe the squatter the heel, 
although most of the shoes are away 
from the brogue type altogether. Only 
in the job product is the juzzy tendency 
found. Shoes for winter wear are be- 
ing made with heavier sole, and a good 
deal of storm and double deck welting 
is being shown. In the shoes for even- 
ing wear, however, the welt is plain, in 
keeping with the almost severe beauty 
of the new patterns. 

There is the wide variety in women’s 
shoes that milady always demands, but 
in the better grades which are turned 
out here, the plain conservative beauty 
also is a keynote. There is a tendency 





to plain adornment, too, the buckles be- 
ing silver, steel gray and bronze with- 
out the festoonery that has been notice- 
able in the past. Heels are not so high, 
either. Straps are running strong just 
now, but pumps and oxfords are more 
in demand. 





Albert J. Ehlers Dead 


CuHIcaGo, ILL.—Albert J. Ehlers, head 
of the wholesale leather and findings 
firm of The Thompson-Ehlers Com- 
pany, died suddenly at his home here 
ast week of a heart attack, following 
several weeks’ illness from which he 
had been reported to be recovering. 

Mr. Ehlers, who was 60 years old, 
entered the firm which now bears his 
name in a modest position and rose to 
be .its president. His son, who has 
been associated with him in the busi- 
ness for some time, will carry on with- 
out any change in policy. 

Mr. Ehlers was deeply interested in 
association work in his industry and 
served, for a time, as president of the 
National Leather and Shoe Finders 
Association. He also took a great in- 
terest in civic affairs in Chicago and 
was urged at times to accept public 
office, an honor which he invariably de- 
clined. He was offered the postmaster- 
ship of this city on one occasion. 

Surviving him are his widow, a 
daughter and his son. 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 
Copy must be received at the Boot and Shoe Recorder, 2 Soe Seen, Benen, Sie. om 


Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. . 





poe Cee 


ee ee When advertisers desire answers to come in our care 

4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- 

LINES WANTED . vertisers desire replies forwarded direct to their address 
4c per word. Minimum Charge 75c. each word of their address must be counted in 


ALL OTHERS vertissmnent : accordingly 
7c per word. Minimum Charge $1.25 and paid See z 


ALL DISPLAY SPACE 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 
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SALESMEN WANTED HELP WANTED HELP WANTED 
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To or wma preemies Western organization I 
specializing in wor F It footw x ° : ‘ 
extensive line, McKays and Welts, to retail Manufacturer of women’s shoes requires the services of an experi- 
$4.00 to $6.00. Every style carried in stock. ° : 
Territories open: enced, successful shoe sales manager to work with and to direct the 
Washington, 0 , Alabama, ar 
Tennessee, Kentucky, Texas, Ohio, || - || salesmen and personally open department store accounts. This is an 
Minnesota, Dakotas. . : , ° 
Liberal commission Airangement. — Replies exceptional opportunity for a permanent connection for the man 
t dential. -50, ¢ ‘ : , ; rea 
ee Se dios tioseoian ter been possessing the required qualifications. Write in confidence—tell age, 
| St., Boston, Mass. . 

experience, etc. 





Addtess D-21, care Boot and Shoe Recorder 


ALESMEN WANTED—To sell side line 207 South Street, Boston, Mass. 


all leather first step shoes 1/5; stitchdowns 
and goodyear welts 5/11; novelty, pular 
priced, quality a all in stock. 74, com- 
mission MAIZE SHOE COMPANY, 


Rochester, N. Y. POSITION WANTED FOR RENT 























ANTED—Salesman with established trade 
to sell up-to-date line of children’s and POSITION WANTED — Manager or sales- FOR ‘~ ex room 20 = 115, modern 
man of retail shoe department or store. yt. cent _locatio: Posse session 
































i misses’ turn and stitchdown shoes, commission 
i basis. State references with application. The Fifteen years’ experience in buying, fitting and April 1, i928." *CHAMBE RSBURG TRUST 
i Kepner-Scott Shoe Co., Orwigsburg, Pa. selling shoes. Capable of responsibilities. Best COMPANY, Real Estate Department, Cham- 
Py 4 _ Address oo care 9g my bersburg, Penna. 
(4 eno for western Pennsylvania. Travel we Recorder, 207 South 5t., Boston, Mass. OR RENT. Departments for women’s wear 
y auto. Welts, _ stitchdowns, _McKays, a ais ‘ shoes, infants’ wear and bargain basement 
Hi ph Prefer man living in the Pittsburgh ANTED—Position as manager or assistant Best location in city of 18,000 with drawing 
is district. Address HAGERSTOWN SHOE & "’ manager of retail shoe store or department. population of 75,000 between Woolworth’s and 
i LEGGING Co., Hagerstown, Md. Fifteen years’ experience in pooumenve family Newberry’s Write M. H. MARKLEY, Sun- 
it ave pe | Comprehensive puoeecm I og bury, Pa 4 iii aR Ai eee 
tb " . . uying and present time merchandising methods. ‘ P 
4 dae i ay gy who has following with Furnish best of references. Salary established 
Fg etter trade in large cities of Missouri, after proving ability. Address D-49, care Boot ’ ‘\ 
Bie Kansas, Oklahoma and Texas, to sell unusual and Shoe  Fswemes a 207 South St.. Boston 
ing rr of = ~~ pow gn a. Mass. . ws P ‘ 
HEN ress 46, care Boot an oe Recorder, a 7: 
i 567 Seah Se’, Baton Mone 7 Information 
te beg te man, “> of wins sone 4 retail 
HE} ; shoe store. ‘rimming windows ge 24. 
ALESMAN, experienced, for wholesale house Nine years’ experience. Can furnish first class Bureau 
to sell general line to retail trade. New reference. Will leave town for good propo- 
York City, Brooklyn and Connecticut. Address sition. IRVING EFROM, 601 E. 138th St 
= es 5 won — Shoe Recorder, 239 W. Broax, New York ° ‘ s 
39t t., New York. ies ; H. 4 
osiery Buyers 
, OOT SPECIALIST, making improved form 
WANTED—An experienced shoe salesman for Fe Arch Supports, wants to make arrange- , 
P ay yy the ig Pe _ pe] —_ ment, on commission basis, to serve retail who wish to locate cer- 
rade. ur line consists of infants’, children’s 4 : 
and micore’ turns and Goodyear welts. Can shoe |store =~ B, E, 4. tain brands or who have 
sold in connection with other lines. e 10% ’ - aoa : 
chin imme aie, ‘Relieamien-coadedl. H. A. LINCOLN, 2 Oak Knoll Terrace, Need- a peculiar problems to solve 
creas are invited to write to us. 


ROHRER & CO., Orwigsburg, Pa. 





We are glad to act as a 





OUNG man, nine years’ retail experience, 





Wren fora salesman to carry our line of Wants position store, manager or | factory clearing house for this 
babies’, infants’, (children’s and isis. “Give Recorder, 207 South St., Boston, Mass. kind of information. 
réferences in reply. HELMHOLZ SHOE 
MFG. CO., Milwaukee, Wisconsin. Expert Buyer and Manager of Address your letters to 
Chain Stores and Large Shoe Depts. 
desires connection of responsibility. 18 years’ Hosiery Division 





successful record. System man. Expert at 


LINE WANTED figures and training of help. Al promotional Boot & Shoe Recorder 


man Good style man. Know all lines from 














cheapest to best and how to merchandise them. 
WANTED, representation of a good line for Best references. City of 200,000 or more. If 239 W. 39th St. 
the state of New Jersey by live wire pro- you haven’t made money or turnover in the New York 
ducer, with car, following, well acquainted, st. let me hear from you. Top notcher. 
finest references. Address D-51, care Boot and illiam Derring, 4148 arden Park Dr., ~~ f 





Shoe Recorder, 207 South St., Boston, Mass. Toledo, Ohio. 
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Wrought Iron and Wood 








WINDOW DISPLAY FIXTURES 














fusyera_ 


MANY SALES ARE MADE ON THE SIDEWALK 








Write on Your Letterhead 


The Oscar Onken Co. , cincinnati, 0. 


No. 611 W. 4th Street 




















New & Used Chairs 


Handsomely 
upholstered, 
Mulberry 
Orig- 
inal cost, 
$11.50. Used 
3 months. 


Price. . . $6.50 
Other styles 


on hand. 


color. 


Prices range 
upward from 


$1.75. 


Shipments 
anywhere, 
packing extra. 





Crown Motion Picture 
Supplies 


729 Seventh Avenue, 
3rd Floor 


New York 





Tey 


yb 





iil 
ar 
| 


i 

g 

a 
Tay 

HLT 


BeRe id 


eat. 


* wedi” 
DBRES 


Tit 
ill 


R 


we 


y 
1 


eyes 


Bree 


= 
_ 
Fox 
i 
<< 
a oe 
ae ee 
=n we 
a 
rs) = 


\ 
& 


| 
ee | 
4 


eueae ® 


uit 


ANT 
m™\\\' 





Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 
Made in all styles 
to suit any shelving 
condition. 


Get our price before 
placing your order 
Milbradt 
Manufacturing Co 


2416 No. 10th Street 
ST. LOUIS, MO. 




























—WINDOW 
DISPLAY FIXTURES 


sade by 
SEGALLESONS 


933 ARCH ST. 
PHILADELPHIA, PA. 











OME H-W chairs are in 
keeping with the most 
luxurious shoe store ap- 
pointments. The consult- 
ing service of our experts 


Baltimore, Md.; Boston, Mass.; Buffalo, 
N. Y.; Chicago, IIl.; Kansas City, Mo.; 
les, Calif.; New York, N.Y.; 
phia,Pa.; St.Louis,Mo.; Port- 
» Oregon; San Francisco, Calif. 


Los An, 
Philade 



















Heywood Wakefield » 








HOTELS 
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at Leng Beach LI. 


— sto — 
Just 40 minutes from New York by train 


THE TDOARDWALK 1S GLORIOUS 
‘HE ArRus LADEN wiht HEaAgh 
THE HofEl_is A PLEASANT TREAT 
Sea Baths “ Music? Dancing 
Festive Week-Ends 
Room Plus food ~ Only *8* per Day 
—~—o ¢ 


©OrpreEN ALL YEAR 
TELE PRONE - LONG BEACH 100 





Nenry H.Gerard — /%aregirg Director 





GLASS EYES 








G. SCHOEPFER 
16-18 West 86th %&., 
New York, N. Y. 











KITTEN EYES 








STORE SUPPLIES 









estasiisneo 90 


LABEL 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 





FRANK 
Ot sarees 5 aati OUR 
23-271 LEXINGTON AVE , BRODKLYN, HY 
AMERICA’S CREATEST 
SHOE CARTON @& LABEL MPCS 


C. MEYER Co. 
™ 
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SHOE MATERIALS 








nel REPTILE *= 


IMPORTERS, 
MANUFACTURERS 











WANTED TO PURCHASE 








CASH PAID 


for entire shoe stocks or surplus stocks of 
or other merchandise. —_ quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Ine. 


622-624 Broadway, New York, N. Y. 
Phone Spring 1443 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term ae — 
off your hands. Wire or phone Corr 
spondence confidential. Eatablished 1890. 

MAX GLAUBERG 
436 Grand Street, New York City 


We | purchase clothing, a furnishi 
goods, etc. Dry Dock 035 














Sell Us Your Left Over 


New York Export Purcnasine Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 











MERCHANT NEEDS 








ADVERTISING NOVELTIES 
and SPECIALTIES 


COMPLETE LINE. WE HAVE IT. WE 
WILL GET IT. WE WILL MAKE IT 
FOR YOU. 

Ww. FOLLIS ADVERTISING SERVICE 


E. LLI 
159 N. STATE STREET CHICAGO 











Information for 
Shoe Merchants 


The advertising pages of 
the Boot and Shoe Recorder 
constitute an almost inex- 
haustible source of informa- 
tion as to where and what to 
buy. They are worthy of 
your closest attention. 








Open Shoe Department 


Mason City, IlowaA—Nichols & Green, 


Iowa for more than 25 years, have 
opened a women’s shoe department in 
the Merkle Company’s department 
store. R. C. Reko is manager of the 
new department, which features ex- 
treme novelties for women. Nichols & 
Green operate two stores in Mason 
City, two in Marshalltown, two in Al- 
gona and one in Waterloo. 


Goodman to Add Women’s 
Dept. in New Store 


BALTIMORE, Mp. (UTPS)—Good- 
man’s Good Shoes, owned and operated 
by Harry Goodman, plan to add and 
open a women’s shoe department in 
their new location at 25 West Balti- 
more Street. The present location of 
Goodman’s Good Shoes is at 22 West 
Baltimore Street, which is part of the 
site of the new Lord Baltimore Hotel 
of twenty-two stories, which is to be 
erected at Baltimore and Hanover 
Streets at a cost of $6,200,000. The 
new quarters will be taken over about 
the middle of September, following 
the complete remodeling of the build- 
ing, which has already started. The 
building, which is a three story and 
basement structure, was purchased by 
Goodman’s Good Shoes from Archers 
Laundry, Inc., for an undisclosed con- 
sideration. 

Up to the present time, Goodman’s 
Good Shoes has confined its business to 
selling men’s shoes exclusively. But 
as Mr. Goodman put it, many of the 
customer’s wives, friends, etc., who 
very frequently accompanied them on 
their shoe buying expeditions, repeat- 
edly requested Mr. Goodman that he 


decided to open a women’s shoe depart- 
ment when he opens his new store. 
Present plans call for the women’s 
shoe department on the second floor 
and the men’s on the first floor. By 
this arrangement, it is believed, women 





As in the case of the new men’s shoe 
department, the women’s department 
will also feature an orthopedic. section 


orthopedicians. 


shoe department, there will be opened 
a women’s hosiery department, which 


men’s hosiery department will be on 
the main floor, according to present 
plans. 


Haskell Visits Boston 


Boston, Mass.—Sam Haskell of 
Haskell & Corthell, of Camden, Me., 
who operate one of the finest depart- 
ment stores in “The Pine Tree State,” 
was a recent visitor to the Boston mar- 
ket. Mr. Haskell comes to Boston 
about two or three times a year. One 
of the places at which he called on this 
latest trip was at the United States 
Rubber Co.’s Boston Branch at 284 
Summer Street. 





who have been in the shoe business in 1 








open a women’s department and they | 
would come and buy their shoes there. | 
He has yielded to the requests and has | 


will have that added privacy that a | 
department off the main floor affords. | 


in which will be employed experienced | 


In conjunction with the new women’s | 


will ,adjoin the shoe department. The | 





 ibcneusee Sales Are 
Ahead of Last Year 


RocHESTER, N. Y. (UTPS)—Retail 
shoe sales here for August were about 
5 per cent ahead of sales for the same 
month last year. One department 
store was 20 per cent ahead of last 
year but other shoe dealers reported 
increases ranging only from 2 to 5 
per cent. 

Practically all dealers unloaded the 
remainder of their colored stock dur- 
ing the early part of August and are 
now stocked up with fall styles, for 
which there is a heavy demand. The 
first week in September showed a 
marked increase in buying activity 
with oxfords of all types and alligators 
especially in demand. The Rochester 
Horse Show, held the week of Labor 
Day, stimulated to some degree sales 
of high grade evening slippers because 
of the numerous social] functions held 
in connection with the show. 

Shoe dealers here report an increas- 
ing demand for suedes and believe that 
these shoes will become more popular 
as the weather grows colder. Velvets 
also are expected to be popular with 
Rochester’s fair sex this winter, and 
many dealers already are stocking 
some attractive models in this last. 

At the present time oxfords with 
medium high heels in alligator and 
black patent leathers are the best sell- 
ers. Forman’s are featuring the Var- 
sity Girl line of oxfords at $8.50, offer- 
ing three heel heights and nine dif- 
ferent styles, including tan calfskin, 
black calfskin and whippet, the new 
brown, trimmed in sundry smart man- 
ners with simulated alligator and 
lizard skin. 

All dealers, of course, are appealin 
at present to girls of high school | 
college age. In this connection, the 
University of Rochester, with its 
hundreds of comely co-eds, is proving a 
virtual bonanza for those fortunate 
dealers with comfortable shoes having 
sufficient snap to attract the college 
girls’ eye. 

Eastwoods are featuring an attrac- 
tive oxford for $7 which was designed 
and made especially for them by a well 
known manufacturer. This shoe is of- 
fered in tan calfskin with lizard calf 
trimming, patent leather or black calf 
with black lizard calf trimming. It is 
substantially made with wood heels, 
welt soles close edged to look light and 
snug fitting ankles. 


Caton With Baer & Co. 


YorK, Pa. (UTPS)—S. O. Caton, 
formerly of the department store of 
Pomeroy’s, Inc., of Harrisburg, has 
accepted a position as buyer and man- 
ager of the new _ shoe department 
opened early in September by the 
C. Baer & Company department 
store in this city. The new depart- 
ment is located in the George Street 
side of the store which was, until re- 
—_. occupied by the art depart- 
ment. 


Oriental Bootery Formed 


MILWAUKEE, WIs. — The Oriental 
Bootery, Inc., has been formed here 
with a capital of $10,000, to manufac- 
ture and sell boots, shoes, rubbers, etc. 
The incorporators are Abraham Kaller, 
Myron Fromstein and Ben Koenig. 
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THE LAND OF THE MIDNIGHT SUN 


Where for six months of the year the sun never sets 


¢ sun has never set on the superiority of VULCO-UNIT 
JS1@D. Gs RO) hoes telccmatCotae tems telacele(tlea lee comeelciy) elelcme Balen 
The present-day popularity and general use of VULCO-UNIT BOX TOES 


is because shoe manufacturers everywhere have come to know that 


VULCO-UNIT BOX TOES are thoroughly dependable in every way. 


— —) (>—__—_~<. 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BECKWITH MANUFACTURING COMPANY 


Largest Manufacturers of Box Toes in the Werld 
111 SUMMER STREET --BOSTON 


G. W. Kibby & Co., Chicago Geo. A. Springmeier, Cincinnati Oscar F. Wright Co., St. Louts 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 
for the right purpose, to the right wearer, in the right fitting, for the 


right price, at the right profit. 


This is the great problem of the retail 


shoe merchants, The chief purpose of THe Boor ann SHoe RecorpEer 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution. 


In this Issue— 


OuR PRIMER ON PRICES........... 


HE MAKES FITTING PAy A PROFIT.. 
E. G. Greiner, Columbus, Ohio, 
Sells ’Em as Far West as Cali- 
fornia. 


THE VOICE OF THE RECORDER...... 
How Far Do You WALK......... 


FASHION’S WINNING COLORS ...... 
What’s What in Styleful World 
of Color. 


ONE WINDOW FOR EACH GRADE.... 


BEAUTY Is Not EVERYTHING....... 
The Store Must Also Be Efficient. 


THE RETAIL SHOE SALESMAN...... 
A Department Devoted to Aiding 
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Next Week 


you will find 


in the 


Boot and Shoe 


Recorder 





T can be done—talk 85 per cent 

tans and 15 per cent blacks in 
men’s shoes—collectively—not one 
merchant alone—but all merchants 
always—all-ways. Dress windows 
85-15 and tell salespeople to dress in 
tans and talk tans. How—see next 
week’s issue of the BooT AND SHOE 
RECORDER. 


IGHT clubs set a shoe pace— 

lets read about them in next 
week’s issue—radio makes every 
place danceable—some say greatest 
evening cycle approaching with 
splashing colors and all materials— 
let’s go. 


OLUME of business itself does 

not yield a profit. Read “the 
importance of the top ten thousand” 
in next week’s issue for a tabloid 
presentation of increasing net profit 
from 2 per cent to 5 7/10 per cent— 
it can be done. 
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THE ECONOMY INSOLE 
LIP SETTING MACHINE 


HIS machine raises 

the lips and presses 
them firmly together 
until they adhere. 





A good grade of canvas, 
coated on one side with a 
reliable adhesive, which 
has been slightly heated, is 











then fitted to the flesh side 
of the sole, in the channel 
and against the rib, pre- 
paratory to the Reinforcing 
Operation. 


A Solid Leather Insole, 
Reinforced With Can- 
vas, On and Around 
Which the Majority of 
GOODYEAR WELT SHOES 


Ayre Built 


TODAY , 





After channeling, 
the next two opera- 
tions of Lip Cementing 
and Lip Setting on the Econ- 
omy Insole are preparatory, 
but very necessary to the final 
réinforcing operation. 


ONG. 3 


Of a Series 















| THE ECONOMY INSOLE _ 


THE ECONOMY INSOLE 
LIP CEMENTING 
MACHINE—MODEL B 


HIS machine 
spreads a rubber ce- 
ment on the inside 





of the channel 
lips. It is built 
either for factory 
or motor drive. 


Get in touch with the nearest 
branch for further particulars 
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: United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 








" y PHY, 2. cvcccreee 37 Warren 
palintelpitin, 221 North 13th 
Rochester, N. Y................ 130 Mill 
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